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‘Abuses Are Target Of NALU Wrath 





Nusshaum Foresees 
Important Role For 
Industry Committee 


Would Discuss Problems 
On Frank Basis, Also 
Cooperate on Litigation 


The important spot that an inter- 
association insurance industry com- 
mittee can fill was empkasized by 
President A. Jack Nussbaum of 
NALU in the concluding part of 
his presidential report at the first 
general session of the NALU con- 
vention in Detroit. Following is the 
text of his talk: 


At this moment I stand before 


- you with mixed emotions. It would 


give me a great deal of satisfac- 


' tion if I could feel that I had con- 
| tributed as much to our associa- 
' tion as I believe the experience 
| has benefited me. This has been 
| a wonderful year. My wife, Bertie, 
' and I are most appreciative for 


your graciousness when we visited 


| your respective cities. 


When I took office a year ago, 
our most pressing problem at that 
time seemed to be jumbo group 
cases as well as direct writing of 
group insurance. I had hoped that 


| by this time I could stand before 


you and say, “All is well.” Unfor- 
tunately I cannot do that. In my 





A. JACK NUSSBAUM 
MASSACHUSETTS MUTUAL LIFE 
MILWAUKEE 


travels around the country I had WARNS OF U.S. ACTION ON GROUP 


Nussbaum Hits Over-Use 
Of Group, Term Coverage 


the opportunity of visiting with 
the officials of many of our fine 
life insurance companies at their 
home offices. I was told a number 
of times that most of the things 
we complain about came about be- 
cause of the pressures exerted by 
the field forces. This is probably 


| true in those instances where the 


home office believes with us. 


The companies that insist upon 
selling jumbo amounts or writing 
direct don’t seem to be much con- 
cerned about any pressures we ex- 
ert because they continue to go 
merrily on their way and do as 


| they please. 


We believe that jumbo amounts 
of group insurance are not in the 
best interests of the public we 
serve. It is bad business and un- 
sound. The president of a fine out- 
standing company recently said 
this, and I quote: “High limits are 
becoming popular and are being 
demanded by group insurance pur- 
chasers.” The only reason that I 
can see why it is becoming pop- 
ular is because of the tax benefits. 
_ It has also been said that group 
Msurance and ordinary insurance 

(CONTINUED ON PAGE 29) 





Probably 55% of the life insur- 
ance in force today has no living 
values, said President A. Jack 
Nussbaum of National Assn. of 
Life Underwriters in his report to 
the NALU national council Tues- 
day during the annual convention 
at Detroit. Declaring that not 
enough stress is being put on these 
living values, he said that “if life 
insurance is to continue to be the 
shock absorber of our economy, 
then much more emphasis must be 
placed on living values.” 


By A. JACK NUSSBAUM 


As my year as president of 
NALU draws to a close, it is only 
fitting and proper that I report to 
you my activities during the past 
12 months. When I took office last 
September, I pledged to make this 
a full-time job. I should have spe- 
cified “including overtime.” If I 
will work half as hard when I get 
back into personal production I 


should have no difficulty qualify- 
ing for the Million Dollar Round 
Table. 

Our many committees have 
done a grand job for you. Each 
chairman will report, at which 
time you will have an opportunity 
to discuss any item of the report if 
you so wish. 

Our managing director, Lester 
O. Schriver, will make his own re- 
port. However, I do wish to take 
this opportunity of thanking Les- 
ter for his able assistance during 
this past year. The folks at head- 
quarters are indeed a dedicated 
group. Ann Bickerton was more 
than just my right arm. She did an 
outstanding job in preparing my 
itinerary. Pugh Moore, our public 
relations director, laid the ground- 
work which made it possible for 
me to get fine publicity for the in- 
dustry all over the country. Mar- 
vin Kobel has raised “Life Asso- 


ciation News” to a standard of 
(CONTINUED ON PAGE 41) 


Group, Bank-Loan, 
Replacements In 
Detroit Spotlight 


But Threats Of Drastic 
Moves Seem To Be Averted 
Pending Further Parleys 


By ROBERT B. MITCHELL 

Merchandising practices de- 
nounced by critics as “abuses” 
supplied the main items of contro- 
versy at the annual convention of 
National Assn. of Life Under- 
writers, held in Detroit this week, 
but it appeared that despite vigor- 
ous expressions of disapproval the 
threat of drastic measures would be 
averted, at least for the present, 
in favor of trying to work things 
out. 

Various aspects of group, but par- 
ticularly jumbo group and group- 
on-group, continued to be the No. 
1 temper-frayer, even provoking 
some serious interest in getting 
Congress to deny the income tax 
advantage to group in excess of 
the 20/40 limit. 

Bank-loan insurance got a lot of 
discussion in the federal law and 
legislation committee but senti- 
ment appeared to be veering away 
from condemning bank-loan sales 
as such and putting the finger on 


abuses to which the plan has 
shown itself susceptible. 
* ° 

A resolution condemning re- 


placement of policies by new pol- 
icies “which on first sight have 
great sales appeal but which are 
not in any sense a replacement 
factor for permanent insurance in 
force’ was adopted by the field 
practices committee. Though it 
did not mention the family policy 
and was broad enough to include 
more than this policy, it was ob- 
viously inspired by accusations 
that have been made in connection 
with some sales of the family pol- 
icy. 

At the meeting of the group 
committee, headed by Harry N. 
Phillips, Sun Life of Canada, San 
Francisco, NALU trustee, the Cal- 
ifornia association took the lead 
in arousing sentiment for getting 
Congress to take away the present 
tax advantage of group where it 
exceeds the limit set by the 20/40 
formula. There was some sharp 
and bitter talk, the burden of 
which was that certain companies 
were deliberately dragging their | 
feet and as long as they did -so 
there was no chance of getting 
the 20/40 limit enacted in impor- 
tant industrial states like New 
York and California. e 

Having been beaten in the legis- 

(CONTINUED ON PAGE 38) 
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Electronic Equipment Will Help Treat 
Growing Pains, Campbell TellsGAMC 


The arrival of the age of automa- 
tion is most opportune because the 
1ife insurance 

business has 

grown greatly in 

the last decade, 

declared Alistair 

M. Campbell, ex- 

ecutive vic e- 

president of Sun 

Life of Canada, 

at the annual 

management 

ogram spon- 

A. M. Campbell pare by Sten. 
eral Agents & Managers Con- 
ference. Mr. Campbell, president of 
Canadian Life Insurance Officers 
Assn. this year, spoke at the Tues- 
day luncheon on “Automation and 


” 


Life Insurance.” Automation can 
be expected to reduce sales costs 
through simplification of adminis- 
trative procedures, simplify or- 
ganization of departments, provide 
faster service to the field and sup- 
ply more timely and complete in- 
formation to management. An 
abridged version of his talk fol- 
lows. The full text will appear in a 
brochure to be distributed by 
GAMC. 


By ALISTAIR M. CAMPBELL 


The life insurance business does 
not manufacture a product—tt sells 
a service. It will not be surprising, 
then, to say that no postwar possi- 


management as has the prospect 
of having the routine and repeti- 
tious tasks of a life office performed 
by automatic electronic machinery. 
If service can be greatly improved 
under more favorable working con- 
ditions and at less cost, a milestone 
has been passed. 

What do we really mean by the 
word “automation?” It is an ad- 
vanced development of the assem- 
bly-line. The human intervention 
previously necessary in continuous 
processing work is _ practically 
eliminated and machines have tak- 
en over. The replacement of hu- 
man labor by automatic machinery 
has been going on for many years. 


bility has so thoroughly captured Why then has the popularizing of 


the imagination of life insurance 


the term “automation” been fairly 


This Me Beheve 


e THE NATIONAL QUALITY AWARD PROMOTES 
BETTER SELLING. A bonus of $1.50 a thousand is 
paid each year to qualifiers of our field force. 


e THE LIFE UNDERWRITERS TRAINING COURSE IS 
TOPS. We pay one-half the cost for our field men 
who enroll for the course. 


e C. L. U. TRAINING SHOULD BE ACTIVELY PRO- 
MOTED. We pay a liberal bonus for each examina- 
tion passed plus an extra bonus on the final ex- 
amination — total $550.00. For more Information, 


Write: G. FRANK CLEMENT, C. L. U. 
Vice President In Charge of Agencies 


Shenandoah Life ouance Company 


a kolast-M Ol sil 4- MM Cololale) <-9e Alaclialic) 


recent? The reason lies in the rap. 
id development of the electronic 
computer in its varying forms. The 
advent of the electronic computer 
rendered possible for many types 
of work and processes a much 
higher degree of automation than 
was ever before possible. 

Our own business is a notable 
example. We have always used 
machines to assist us in our data 
processing but heretofore human 
intervention took place at many 
points. The electronic computer 
has changed this situation for ys 
and many others by its ability to 
follow lengthy sets of instructions 
and then perform a long series of 
operations, with human assistance 
only at wide intervals. 


At the end of 1956 over 150 mag- 
netic type electronic computers 
were in use. Most of these were 
being employed on scientific re. 
search and engineering problems, 
particularly by government depart- 
ments and armed services, but 
there were a significant number 
installed in business offices, includ- 
ing some life insurance offices. Ex- 
perience in the insurance business 
indicates the long-range _ possibili- 
ties in streamlining major opera- 
tions of our business through use 
of these machines but that this 
will involve considerable work in 
planning new electronic - routines 
and in converting existing rou- 
tines. As knowledge of life insur- 
ance is required rather than engi- 
neering and electronic skills, it 
falls to insurance men to make 
their own advances with the equip- 
ment available. 


Arrival Is Opportune 


The arrival of the_ electronic 
computer and the age of automa- 
tion is most opportune. The last 
decade has been one of the greatest 
growth in our business. In that 
period ordinary insurance in force 
in the United States and Canada 
has doubled. Group insurance has 
more than quadrupled. You gen- 
tlemen have presented us with 
quite a problem in properly serv- 
icing this vast increasing business 
which you have produced. Many 
new plans, too, have been intro- 
duced to meet modern ideas of life 
insurance marketing. All these fac- 
tors have required larger office 
staffs at a time when real short- 
ages existed and clerical costs were 
increasing rapidly. We are fortu- 
nate to live in a free society and 
new obstacles are forever inspiring 
the imagination of man to new 
ideas. The desire to overcome the 
problems of increasing costs and 
to continue to give our policyhold- 
ers insurance at the lowest cost 
possible has started a new period 
of intense study of all operational 
aspects of our business. 


It is not my purpose today to 
describe to you the technical work- 
ing of an electronic computer. I 
do wish to mention a number of 
the more important scientific de- 

(CONTINUED ON PAGE 40) 
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BROAD 
INSURANCE COVERAGE 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 
—Including Noncan, Commercial, 
Deductible Hospital, and 
Major Medical 


Income Disability 
Juvenile Insurance 
Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 
Mortgage Redemption 
Impaired-Risk Service 

—Life and Accident & Sickness 
Wide Age Range 
Salary Savings Systems 
Supplemental Term Riders 
Pension Plans 


A full line of Group Coverage 


—Including Comprehensive Major 
Medical 


LNL Is Geared To Help Its Field Men 
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Compensation Report Urges Resolution 
Against Specials With Cut Commissions 


The draft of the compensation 
committee report, as submitted to 
national council members before 
the NALU meeting in Detroit, 
contained a strong recommenda- 
tion for adption of a resolution 
objection to such developments as 
direct writing, issuance of specials 
with reduced commissions, and 
overemphasis on volume for its 
own sake, leading to the over- 
stressing of term insurance and 
term riders “to the disadvantage 
of policyowners and agents.” 

The committee is headed by Ben- 
jamin D. Salinger, Mutual Benefit 
Life, New York City. 

Following is the report in the 
draft version: 

This committee, at the midyear 
meeting in Roanoke, Va., decided 
that its first objective was to ex- 
plore the recent trend toward the 
lowering of agents’ commissions. 

We find this trend to have been 
practically constant over the past 
few years. Most companies have 
emphasized “special” policies, and 
in many instances, these carry a 
lower rate of commission than the 
more traditional types of policies. 
In other instances, radical cuts in 
gross premiums on “specials” have 
had a similar effect, even where 
the commission rate itself is un- 
changed. 

There are also companies which 
have drastically cut their first-year 
commission rates and_ increased 
their renewal commission rates, 
that the total compensation payable 
seems to be the equivalent of that 
payable under their former com- 
mission schedules. However, it is 
obvious that such an arrangement 
actually forces the agent to share 
the lapse losses to a far greater 
extent than formerly. 


so 


Hardly a product or service 
comes to mind that has not had its 
price increased over the past 10 
years, and those which are mar- 
keted on a dealership or commis- 
sion basis still provide, for the most 
part, the same percentage rate of 
commission or margin to the deal- 
er. This, despite the fact that there 
has been a considerable increase in 
the total number of units marketed. 

To cite just one example, the real 
estate broker still gets a 5% com- 
mission on a much higher priced 
unit than he marketed just a rela- 
tively few years ago. All of this is 
related very directly to the in- 
creased cost of living and, very sig- 
nificantly, to the increased cost of 
doing business. 


Must Sell Larger Volume 


The life insurance agent, how- 
ever, must sell a very much larger 
volume to maintain his former 
standard of living, and he must be 
able and willing to do considerably 
more service \ ork and to spend 
more time in the acquisition of 
greater technical proficiency, than 
was necessary 10 or 15 years ago. 

We know that, by and large, the 
average size of the ordinary policy 
sold has increased over the past 
few years. We are of the opinion, 
however, that this has not been 
caused by the issuance of “special” 
policies, calling for a higher than 
usual minimum size. 

° . . 

A quick check on figures seems 
to confirm this. In the past five 
years, according to LIAMA, the 
average size policy sold has _ in- 
creased by 21%. Significantly 
though, in the 10 years preceding 
this—from 1942 to 1952—the in- 
crease was 84%. We feel that there 





f 


Two busy men with little leisure time during the week-long NALU 





meeting at Detroit are Lester O. Schriver, left. managing director of 
NALU, and Albert C. Adams, John Hancock, Philadelphia, who is mov- 
ing up from the vice-presidency to presidency of NALU, an organization 
which now has in excess of 70,000 members. 


The hard- 
working A. Jack 
Nussbaum, 
Massachu- 
setts Mutual, 
Milwaukee, out- 
going president 
of NALU, puts 
across a _ point 
to NALU trustee 
Quan L. Ching, 
Prudential, Hon- 
olulu. 








is good reason to assume that this 
larger rate of increase was caused 
by a combination of the increase in 
the public’s disposable income and, 
most importantly, by better train- 
ing and increased skill in the pre- 
sentation of business insurance and 
programing by the field forces of 
America. 


This committee certainly has no 
wish or intent to intrude on the 
functions of the group insurance 
committee, but we do wish to make 
the observation that entirely apart 
from the volume hunger that seems 
to be motivating many of our com- 
panies in the group insurance field, 
as evidenced by the jumbo group 
cases and = superimposed group 
writing that cut so largely into the 
agent’s choicest market, the ten- 
dency toward the direct writing of 
group may be an indication of the 
thinking of our companies, which 
can logically lead only to the direct 
writing of ordinary insurance. 

A company which writes a group 
case with no commission, or only 
a token commission, to the agent 
does so because of the large volume 
of the case, or so we are frequently 
told. How large an ordinary case 
would tempt the same company to 
accept it on a direct, no commis- 
sion basis? 


Praise Agency System 


We have heard much about the 
value of the American agency sys- 
tem, and most of the tributes have 
come from company officers. How- 
ever, we wonder if the term “agen- 
cy system” has become an abstrac- 
tion which, in effect, no longer ac- 
tually recognizes the agents as part 
of the system and which is more 
and more often conveniently ig- 
nored by many of these same of- 
ficers in the fiercely competitive 
struggle for volume. 

We recommend that the board of 
trustees appropriate funds suffi- 
cient to finance a real research into 
these trends, either by engaging an 
actuary or by working in conjunc- 
tion with the LIAMA, or both, so 
that there may be developed a com- 
pletely factual background for a 
method of reversing the downward 
trend in compensation or, possibly, 
installing a new and different com- 
pensation pattern. 

We further recommend that the 
Board of Trustees draft and adopt 
a strong resolution objecting to the 


trend in many of our companies 
toward direct writing; issuance of 
“specials” with reduced commis- 
sions ; and overemphasis on volume 
for its own sake, leading to the 
overstressing of term insurance 
and term riders, to the disadvan- 
tage of policyowners and agents: 
and urging the companies to adopt 
a constructive attitude in keeping 
with their long tradition of careful 
trusteeship. 

We also urge that this resolution 
be forwarded to the presidents of 
all legal reserve life insurance com- 
panies and to the insurance trade 
press, and that the companies be 
requested to comment on the reso- 
lution. 


Spratt And Nigro Win 
LIAMA Article Awards 


L. Whitney Spratt, manager of 
Standard Life of Scotland at Ot- 
tawa, and James Nigro, manager 
of Monumental Life at Youngs- 
town, O., have won this year’s best 
article awards in Manager’s Mag- 
azine and District Management. 

The awards were announced by 
Frederic M. Peirce, managing di- 
rector of LIAMA, which publish- 
es both magazines. 


Mr. Spratt’s article, “This I Be- 
lieve,” which appeared in the No- 
vember, 1956, issue of Manager’s 
Magazine, describes his credo of 
day-to-day management. Mr. Ni- 
gro’s article, “How To Run A 
Happy Shop,” published in the 
October, 1956, issue of District 
Management, describes his tech- 
niques for building and maintain- 
ing good human relations within 
his district. 

The winners were selected by 
a panel of general agents, man- 
agers, district managers and home 
office executives. The judges read 
the articles and sent their votes to 
LIAMA headquarters where they 
were tabulated. 


Green For First-Timers 


So that first-time convention 
attenders can be spotted and wel- 
comed by those who’ve been to 
these meetings before, the first- 
timers were supplied with conven- 
tion badges having a green back- 
ground. The innovation is proving 
quite a help in making the new- 
comers feel at home. 
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Johnson Sees Rise In Individual Sales 
Despite Increase In Mass Coverages 


Mass coverages will likely in- 
benefits—earlier vesting, 
group life after 
retirement, up- 
grading of bene- 
fit levels, and 
the like—but in 
spite of the in- 
crease in mass 
coverages the 
market for indi- 
vidual policies 
will continue to 
increase, Presi- 
dent Holgar J. 


crease 





Holgar J. Johnson 
Johnson of Institute of Life Insur- 
ance predicted in his talk at the 


agents forum sponsored by the 
NALU agents committee during 
the annual meeting in Detroit. 

Mr. Johnson said the 1955 sur- 
vey of life insurance ownership 
revealed that those covered under 
various collective protective pro- 
grams—pension plans, group life, 
social security—owned as much 
and frequently more life insurance 
than those not covered. 

“Thus, coverages under these 
programs are not incompatible 
with the ownership of individual 
life insurance,” he pointed out. 
“They may even turn out to have 
a positive effect on the purchase 
of individual life insurance, even 
though this may be hard to accept, 
especially if an agent has just lost 
a sale because of increased group 
coverage.” 


Mr. Johnson said that compa- 
nies will in the future be able to 
develop policies and annuities 
which will recapture the high-pre- 
mium, investment type of market, 
providing the sales force does its 
job. 

“This can arrest the great em- 
phasis on term insurance,” he said. 
“These policies and annuities may 
even incorporate something of the 
variable annuity concept, if pend- 
ing legislation is favorable; or it 
can be made possible through 
greater investment in equities by 
the life insurance companies and 
use of the participating principle 
with annuities. Of course, any ser- 
ious downturn in the economy 
would revive interest in the per- 
manent plans of life insurance 
without the need of any special 
action. Whether or not this comes 
about, however, the development 
of polices suited for an expanding 
economy should be considered.” 


Life insurance is going through 
somewhat of a merchandising rev- 
olution, along with other changes, 
and the future success of indi- 
vidual agents and companies may 
depend on the degree to which 
they adapt to these changes, Mr. 
Johnson said. 

But recognition of the changes 
taking place does not necessarily 


call for acceptance, he warned. 
“When revolutions come along, 
it always appears that someone 
gets hurt,” he said. “This is es- 
pecially true of those who refuse 
to recognize what is happening. 


I do not mean that one must ac- 
cept everything, especially when 
one can do something about it. It 
may even be worthy dying for 
something one believes in. What is 
essential is to look at the changes, 


see what they mean and decide 


what can and should be done 
about them.” 


Among the trends cited by Mr. 
Johnson were the following: 

1. Future markets for life in- 
surance will increasingly be made 
up of those now having some life 
insurance. 

2. Life insurance on women 


can be expected to increase ma- 
(CONTINUED ON PAGE 39) 











Her menthly expenses weuld be . . . house, food, clothing $450 
Income from life insurance and Social Security would be.. 250 


Where will the extra $200 come from? 
As a family man, you may recognize this 
@ stark problem as your own. Now—with 
the youngsters dependent on you—your 
responsibilities are at their peak. Yet the 
income you have available to pay for life 
insurance is limited. 

For these difficult years, John Hancock 


If Jane 
had to support 
our family 


serve you. 


offers low-cost protection. For example, 
Suppose you are age 30, your youngest 
child is 7. If you're not here, your family 
will receive $10,000—then $200 a month 
until the children are capable of self- 
support. The cost for this family income 
plan would run about $5 a week. Your 
John Hancock representative can show 
how this plan would work for you. Mail 
coupon for more facts about how he can 








John Hanceck, Dept. 

200 Berkeley St., Beston 17, Mess. 

Please mail me, without obligation, your new book- 
let, “What You Should Know Before You Buy Life 
Insurance.” To protect my family, I can set aside 
—$2 a week; $5 a week; $10 a week; 
——whatever is necessary. 


Mame Ago —___. 





Address. 














MUTUALJLIFE 


BOSTON, MASSACHUSETTS 


INSURANCE COMPANY 





& 





A John Hancock advertisement in LIFE, LOOK, READER’S DIGEST, U.S. NEWS 
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Scientific Agency Management Is Gaining 
In Importance, Pohl Advises GAMC 


Louis Pohl, manager of Life of 
Virginia at Pontiac, Mich., spoke 
on “Scientific 
Management” on 
Monday after- 
noon at the man- 
agement pro- 
gram sponsored 
by General 
Agents & Man- 
agers Confer- 
ence. His com- 
pany selected 
him to attend the 
first pilot study 
course in district management at 
LIAMA headquarters in January, 
1956. The purpose of his talk was 
to motivate the general agents and 
managers to obtain an information 
kit at the GAMC display table and 
discuss the managers’ study course 
with someone who has completed 





Louis Pohl 


it. Mr. Pohl did not attempt to dis- 
cuss the benefits of scientific man- 
agement as taught in the course. 
But he did point out that the course 
given at Pontiac had made friends 
of competitors, helped one manager 
guide his agency to first place in 
production and had been good for 
his own health and peace of mind. 
An abridged version of Mr. Pohl’s 
talk follows. The full text will be 
published in a brochure to be pub- 
lished by GAMC. 


By LOUIS POHL 


Why should you be interested 
in finding out what this manager’s 
study course is all about? Maybe 
because you attended one of 
LIAMA’s managers’ courses, and 
remember what they said: “The 
man that knows how will always 
have a job but the man that knows 








Ful 
You get *% 


Lafayette Life 


in a general agency contract that provides: 


Ty commissions ... lifetime renewals... no collection 
penalties (death, retirement, or termination)... and a generous 
pension plan. You'll be happy. 
Lafayette’s sound, fair, easy-to-understand contract; with 
Lafayette’s active, friendly support through modern sales 
tools, progressive merchandising methods, interim financ- 
ing, and a liberal, realistic compensation plan. Get. the 
benefits of a “no penalties” contract. Join Lafayette now. 


Write in confidence to M. V. Goken, Director of Agencies... 


Lafayette 


LIFE INSURANCE COMPANY 


LAFAYETTE, INDIANA 








| Vesting 


of renewals with 


..and stay happy... with 





Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, 
Nebraska, Missouri, Pennsylvania, Wisconsin, K entucky, Virginia, Texas, 
Tennessee, Colorado, Wyoming, New Jersey, Florida, West Virginia, 
Maryland, District of Columbia, Minnesota and adjacent states. 











’ 


why will be his boss.’ 

Or maybe this quoted bombshell 
of a statement will hit you like it 
did me and, if so, I won’t have to 
take much more of your valuable 
time. I quote from Thomas J. 
Luck’s great article on manage- 
ment as a profession, in which he 
said: 

“A great hunt for educated tal- 
ent to fill more than 1,750,000 exec- 
utive positions in the next 10 years 
has begun. In this quest, the life 
insurance industry will compete 
against other industrial, military 
and government groups to find 
and develop at least 16,000 general 
agents to replace the normal turn- 
over in agency management posi- 
tions.” 


Prediction Is Right 


I never thought we would lose 
16,000 agents, but I’m sure Mr. 
Luck is right in his prediction. It’s 
not going to be any of you cream- 
of-the-crop managers who are here 
today and it probably wouldn't 
have been yours truly if he could 
have said “no” to Fred White in- 
stead of “yes.” But it is going to 
happen to some good men in your 
fair city if you don’t do something 
about it. It doesn’t have to happen, 
you know, and you can prevent it, 
I’m sure, if you will see that the 
managers’ study course both for 
the combination and ordinary man- 
agers and general agents are start- 
ed in your communities and, even 
more importantly, a definite fol- 
low-up program is carried out. 
What is probably the greatest ben- 
efit in the entire course is to re- 
alize how this scientific manage- 
ment works in various offices and 
to such a tremendous benefit. 

The reason I am up here today 
is because of my good fortune in 
being invited and selected by my 
company to attend the first pilot 
study course conducted at LIAMA 
headquarters in Hartford in Janu- 
ary, 1956. After this pleasurable 
experience we came back to Pon- 
tiac and got the first school in 
scientific management under way. 
We had one manager from Detroit, 
one from Flint, one from Royal 
Oak, and the rest from Pontiac. 
Another thing that we did in our 
school as an experiment was to al- 
low the staff managers to partici- 
pate. One from each company 
could actively sit in and observe. 
All the managers in our study 
course highly recommend that fu- 
ture study courses allow the staff 
managers to participate. After all, 
they are the main cogs in the wheel 
of success, so they should learn 
scientific management, too. 

Our greatest discovery in the 
managers’ study course came when 
we held a review meeting and ex- 
changed ideas on just how, why, 
when and where the study course 
helped. Our first question on a 
questionnaire that we all answered 
was, “How much percentage-wise 


has the study course helped you” 
The answers ranged all the way 
from 10% to 70% with an average 
of 47%. And my good friends like 
a college education, LUTC or 
CLU. The greatest benefits will 
probably not come for another five 
or six years. 

Now my purpose here today is 
not to tell you all of the benefits 
in getting the study course going 
in your city, but just to get that 
spark ignited that we know will 
develop into a flame when you 
hear all about it. We want to tell 
you in detail and comfort, just how 
much this scientific training can 
mean to so many people. One man 
that I am sure has all of our respect 
and admiration made a statement 
in the July issue of “Life Associa- 
tion News” that I would like to 
read. He is without a doubt the 
most tireless worker for our in- 
dustry and one who is giving it 
some very favorable publicity. | 
am referring to Lester Schriver, 
our managing director. You know, 
of course, that his article, “Inde- 
pendence Day 1957,” has really 
echoed in the halls of Congress, 
Let me quote what Mr. Schriver 
had to say on the very important 
subject of continued progress for 
our business: 

“Today there are more than 66,- 
000 of us dedicated to the public 
interest with the understanding 
and knowledge that as the water 
rises in the harbor every barge 
anchored there is lifted by the 
tide.” 


Joy Of Helping Others 


I know that you salt-of-the-earth 
managers will put your shoulders 
to the wheel and get this study 
course and scientific management 
under way in your home town. No, 
don’t leave Bill, Harry, or Jack to 
do it. But you do it! You get some 
of the joy and pleasure of helping 
others. What does the Good Book 
say about helping others? Give, 
and it shall be given unto you, and 
many other quotations that have 
been proven to me in a very no- 
ticeable fashion. 

Some of my finest, warmest 
friends were competitors before 
the course. Now we work and play 
together and really have happiness 
with a capital H in our work. In 
conclusion, I am only going to tell 
you about a couple of benefits to 
whet your appetite for the other 
15 or 20 that we will tell you about 
individually later. 

The first result or benefit of sci- 
entific management that I want to 
tell you about is the results of one 
manager who took the course. This 
man was a newly appointed Met- 
ropolitan manager and his results 
up to the time he took the course 
were good or better than average. 
But listen to this, my hearties, af- 
ter completing the course this same 
manager was No. 1 in production 
in that elite group. Of course he 
had plenty of stuff and things be- 
fore he took the course but he 
gives a lot of credit for his amaz- 
ing record to scientific manage- 


ment. His name is Alois Vincler of 
(CONTINUED ON PAGE 37) 
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WELCOME to the N. A. L. U. MEETING 





The Motor City Life General 
Agents and Managers listed be- 
low are happy to extend their 
warmest WELCOME to the 
members of the NATIONAL 
ASSOCIATION of LIFE UNDER- 
WRITERS on the occasion of 
their 68th annual convention. 























from DETROIT! 





























THE MANUFACTURERS LIFE 
INSURANCE COMPANY 


R. W. Schmid, C.L.U. 
Branch Manager 
439 Curtis Bldg. 

TRinity 5-3230 


W. M. Milligan, C.L.U. 
Branch Manager 
1880 Penobscot Bldg. 
WOodward 1-3191 


THE MACCABEES 


Great Camp for Michigan 


L. F. Ayer, Great Commander 


402 Maccabees Building TEL: Temple 1-3435 


DETROIT MUTUAL INSURANCE 
COMPANY 
Home Office 


RAY E. LARIMER, President 
L. W. SCHLEH, Exec. Vice President 
JOHN E. JONES, Secretary & Agency Director 
8855 Woodward Ave. TEL: TRinity 3-6500 








R. G. WAYLETT AGENCY 


NORTH AMERICAN LIFE 
ASSURANCE COMPANY 
29th Floor, David Stott Building 

TEL: WOodward 1-6367 


Northwest Branch Central Branch 
15900 W. McNichols 10515 W. MecNichols 


HAROLD S. NORMAN 
& ASSOCIATES, INC. 


General Agent 
PROVIDENT LIFE & ACCIDENT 
INSURANCE COMPANY 


2853 Guardian Bldg. Tel: WO 1-3477 


F. E. McMAHON 


General Agent 


AETNA LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


9th Floor Guardian Building _ Detroit 26, Mich. 








FRANK W. HOWLAND, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 
1680 National Bank Building WOodward 3-3060 
Serving Detroit since 1855 


We invite your brokerage and surplus business. 
Liberal retention limits for Standard and Sub- 


standard cases. 


FRASER E. POMEROY 


General Agent 


NEW ENGLAND MUTUAL 
IN DETROIT 


1853 Penobscot Building Tel: WOodward 3-0300 


LLOYD J. LYNCH, INC. 


General Agents 


FE INSURANCE COMPANY 
or BesTon. MasenenvestTs 


Ground Floor, National Bank Building 
Telephone: WOodward 1-2730 Detroit 26, Mich. 








WILLIAM H. KLINGBEIL 
Manager 
THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


Detroit Agency 
Suite 1421 National Bank Bldg. 
Detroit 26, Mich. Tel: WOodward 3-3100 


Wayne McCarthy, Brokerage Manager 


ROLAND D. BENSCOTER 
General Agent for Michigan 
PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY 


18943 James Couzens Highway Detroit 35, Mich. 
Telephone: UNiversity 4-0320 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


CHARLES CARROLL OTTO 


General Agent 
28 W. Adams Detroit 26 
Telephone: WOodward 3-6306 








CHARLES E. STUMB 


General Agent 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Suite 1521 National Bank Building, Detroit 
WOodward 1-0922 


ARTHUR P. JOHNSON 
Agency Manager 
THE GREAT WEST 
LIFE ASSURANCE COMPANY 


“THE PROGRESSIVE AGENCY IN DETROIT” 
1700 Penobscot Building Detroit 26 


Ordinary Cases a Breeze 
... Difficult Cases a Specialty 


CONTINENTAL ASSURANCE 
COMPANY 


Detroit Branch Office 
725 Ford Building WOodward 5-5930 


HERBERT A. CARR, MANAGER 








ROBERT S. GAY 
Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Suite 900, 645 Griswold St., Detroit, Mich. 
23936 Michigan Ave., Dearborn, Mich. 
1514 N. Woodward, Royal Oak, Mich. 
20879 Mack, Grosse Point, Mich. 
908 Security Bldg., Windsor, Canada 





BILL A. SCHAUER 


General Agent 
THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


220 West Congress Street Detroit 26, Michigan 
WOodward 2-7100 


RAY H. WERTZ 
General Agent 


LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 
2840 Guardian Building Tel: WO 1-9131 
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Estate Planning Committee Issues 
Bid for Closer Integration of ‘Team’ 


Conceivably one newly-consti- 
tuted committee of NALU might 
at some future time serve as liai- 
son with each of the other three 
related professions on each sepa- 
rate professional segment of the 
total subject of estate planning, 
these segments being trust offi- 
cers, lawyers, and accountants. 
This view was set forth in the 
draft version of the report of the 
NALU special committee on es- 
tate planning that was sent to na- 
tional council members in advance 
of the convention. Like other such 
drafts, it was subject to possible 
revision before final adoption. 

The estate planning committee 
is headed by R. B. “Tilly” Walker, 
New York Life, Hollywood, Fla., 


who also is chairman of the com- 
mittee on relations with account- 
ants. 

As a preface to this first annual 
report of the special committee on 
estate planning, we shall briefly 
review how and why this commit- 
tee came into being. 

First, a subcommittee on rela- 
tions with accountants was ap- 
pointed. This was continued as a 
full special committee by Past 
President Stanley C. Collins. 

From two years of constant ef- 
fort with the American Institute of 
Accountants at national level, it 
became clear that both life under- 
writers and CPAs_ have their 
greatest interest and problems in 
the area of planning for conserva- 
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Pilot Life—the company with the big plus—pays the rent when 


the tenant cannot. 


Now the company that pioneered so many new concepts in 
insurance stands in the foreground again with Mortgage-Rent 


Payment insurance. 


Pilot Life’s Accident & Health Department now gives 
financial protection to people paying mortgage and rent money. 
It: is no longer necessary for a home owner to lose his home or 
“get behind in the rent” because sickness or accident suspends 


his income. 


And now a home owner can have double Pilot protection. If 
income ends because of his death, Pilot Life pays off the mortgage 
with Mortgage Redemption insurance. If income is suspended 
because of sickness or accident, then Mortgage-Rent Payment 
insurance makes the payments. 








O. F. STAFFORD, PRESIDENT 





Pile Lye SIusuranece Comfpun: : 


PILOT TO PROTECTION FOR OVER FIFTY YEARS 


GREENSBORO, NORTH CAROiLA..A 





tion and distribution of estates of 
their respective clients. 

The American Institute of Ac- 
countants already has a standing 
committee on estate planning. In 
order to coordinate our relation- 
ship with accountants, a strong 
sentiment has developed that the 
committee on relations with ac- 
countants be changed to commit- 
tee on estate planning. This was 
recommended to the board of trus- 
tees of NALU with hearty ap- 
proval of Elsie Doyle, who 
immediate past chairman of the 
committee on relations with other 
organizations—NALU’s _ original 
parent committee of the special 
committee on estate planning. 


is 


Adopt Recommendation 


At Washington, the board of 
trustees of NALU adopted recom- 
mendations that a standing com- 
mittee on estate planing  be- 
formed, and instructed that appro- 
priate bylaw amendments _ be 
drafted for action by the conven- 
tion assembled in Detroit in 
September, 1957. Thereupon, 
President A. Jack Nussbaum rec- 
ognized the wish of the board of 
trustees (which could not be effec- 
tive as a bylaw amendment prior 
to the Detroit convention) and re- 
appointed the special committee 
on relations with accountants. 


In addition, he appointed a new 
special committee on estate plan- 
ning—with the same chairman— 
and with a majority of committee 
membership duplicated. Thereby, 
President Nussbaum, in this dual 
appointment, recognized the sen- 
timent of the board at Washington 
one year earlier than could have 
been done through an amendment 
of the bylaws. 

The special committee on estate 
planning has had a fruitful year 
following up the work with Amer- 
ican Institute of Accountants, out- 
lined in prior reports of the 
committee on relations with ac- 
countants. In October of this year, 
the committee is to meet with the 
American Institute of Account- 
ants’ committee on estate plan- 
ning at their annual convention in 
New Orleans. 


Existence In Jeopardy 


Further work and authorized 
existence as a committee of NALU 
is now in jeopardy—challenged on 
the grounds of duplication and 
priority. 

It is alleged that use of the des- 
ignation “estate planning” in com- 
mittee title, and in cooperation 
with accountants (a distinct and 
separate profession) is neverthe- 
less a duplication of work and in- 
fringement on priority. 

Over many years the NALU 
committee On cooperation with 
trust officers has commendably 
fostered “trust councils” and “life 


This 
been 
With 


insurance & trust councils”. 
work at national level has 
exclusively in cooperation 
the trust division of ABA. 

While it is true that some trust 
councils have admitted account. 
ants and attorneys to membership, 
this has been solely on a local op. 
tion basis, while some councils de. 
nied or limited memberships to 
accountants. At no point is there 
evidence that the American Instj- 
tute of Accountants as a national 
professional organization has been 
approached on a cooperative basis 
by any NALU representation pri- 
or to the work of the present 
NALJV committee. 


Committee Cooperates 


The committee on 
with accountants has cooperated, 


and will continue to cooperate, } 
with the American Institute of Ac. [ 


countants at national level. Their 
greatest common interest, and 
ours, is in the work of estate plan- 
ning—from the viewpoint, and in 
the work area of accountants. This 
we believe, is an exact parallel to 
the work of the committee on rela- 
tions with trust officers—working 
at estate planning from the view- 
point of trust men. 

We further anticipate that the 
committee on relations with attor- 
neys may at some future time 
concern itself with the subject of 
estate planning from the _profes- 
sional viewpoint of attorneys, as 
related to the American Bar Assn. 

It would seem, therefore, that 
NALU must presently relate itself 
at national level, separately and 
individually, through full standing 
committees, to each _ individual 
professional association for (1) 
trust men, (2) accountants, and 
(3) attorneys (as their interest 
may appear) in the over-all sub- 
ject of estate planning. That, in 
turn, is a modification and limita- 
tion of our previous committee 
pronouncements. We now seek to 
work in the area of estate plan- 
ning, particularly with the Amer- 
ican Institute of Accountants at 
national level, where there is no 
other NALU collaboration. 

Conceivably, one newly consti- 
tuted over-all committee of NALU 
might at some future time serve as 
a liaison with each of the other 
three related professions on each 
separate professional segment of 
this total subject. Should the na- 
tional convention at Detroit, by 
affirmative vote, accept this view- 
point, and by its vote constitute 
the present special committee on 
estate planning as a _ permanent 
standing committee of NALU, 
then we will work together with 
other NALU committees toward 
that desirable objective. 


From Jefferson Standard 


Attending the convention as rep- 
resentatives of the Jefferson Stand- 
ard home office are R. B. Taylor, 
2nd_ vice-president and agency 
manager, and Seth C. Macon, su- 
perintendent of agencies and sales 
director. 
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Common Denominator Of Real Success Is 
Time Control, Gordon Crosby Tells GAMC 


No man will achieve any real 
degree of success until he has 
learned to make 
time and how to 
use it intelligent- 
ly, Gordon E. 
Crosby Jr., gen- 
eral agent of 
New England 
Life at Seattle, 
said at the an- 
nual manage- 
ment program 

a held Monday 
G. E. Crosby Jr. afternoon b y 
General Agents & Managers Con- 
ference. Although there are many 
facets to the diamond of success, 
Mr. Crosby and his associates feel 
that time control or personal or- 
ganization or planning is the ccm- 
mon denominator of success not 
only in personal production but 
also in agency management. Fol- 
lowing is an abridged version of 
his talk, titled “The Common De- 
nominator.” The full text will ap- 
pear in a brochure to be published 
by GAMC. 


By GORDON E. CROSBY Jr. 


It seems reasonable to assume 
that those of us engaged in agency 
management have a tremendous 
interest in the subject of what the 
common denominator for success 
in the life insurance business might 
be. No doubt most of us have ex- 
perienced a situation where two 
men, apparently well qualified, en- 
ter the business under similar cir- 
cumstances with the benefit of 
almost identical training and su- 
pervisory programs. It has been 
challenging to me to attempt to 
ascertain the difference between 
two such individuals, in those in- 
stances where one man attains real 
success and the other fails or falls 
short of our minimum require- 
ments. 





Many Facets Of Success 


We recognize there are many 
facets to the diamond of success 
and that there are many ingredi- 
ents comprising the recipe for bet- 
ter-than-average results in our 
business. In the brief time allotted 
to me, I would like to share with 
you my views and explain the pro- 
cedures we utilize in our agency 
in an effort to develop what we be- 
lieve to be the common denomi- 
nator in our associates. 

We are all cognizant of the fact 
that a natural market, prospect- 
ing ability, mental alertness, agres- 
Siveness, persistency, social mobil- 
ity and other factors are require- 
ments for success in our business. 
An intelligently conducted selec- 
tion process, coupled with an or- 
ganized __ pre-induction _ training 
program enables us to be quite ac- 
curate in the appraisal of our pros- 
pective associates’ ability in these 


areas. However, it is considerably 
more difficult to measure our pros- 
pect’s aptitude with respect to the 
factor I believe to be of major im- 
portance. 


Use Time Intelligently 


We believe sucessful men have 
learned how to make time and how 
to use it intelligently. We are all 
familiar with such expressions as 
“Plan your work and work your 
plan,” “Successful men do _ the 
things unsuccessful men won't do” 
and “Those who trust to chance 
must abide by the results of 
chance.” It seems to us that suc- 
cess is a resuit of the intelligent 
exertion of the will to succeed. Of 
course, we must recognize that 
not every man is willing or able 
to accept the terms upon which 
success may be had. If we can 
agree that the intelligent use of 
time—our priceless asset—may be 
the common denominator of suc- 
cess, why do relatively few people 
attain their objectives? I am cer- 
tain that no new associate of a 
properly managed agency enters 
the life insurance business with 
the objective of failure, yet we 
know that  percentage-wise, a 
shocking number fail to make the 
grade. If we consider this matter 
analytically, we will probably rec- 
ognize the results are not surpris- 
ing. 


We are told by the U. S. De- 
partment of Commerce that only 
one person out-of seven is able to 
manage himself. Furthermore, on- 
ly one out of 50 has the ability to 
plan his work and then execute 
his plan. This being the situation, 
it seems to me that a general agent 
has a tremendous responsibility as 
well as opportunity for training 
and supervising our associates in 
the matter of time control, plan- 
ning or personal organization. Yet, 
in reviewing the program of vari- 
ous study courses, training schools 
and agency programs, I am some- 
times amazed that relatively speak- 
ing, very little attention is devoted 
to this important matter. 


Touch All Bases 


It seems we do a pretty good 
job of “touching all bases” of all 
of the other important factors, but 
we frequently just assume our 
trainee is capable in planning. 
Ironically enough, a man’s en- 
trance to the life insurance busi- 
ness might very likely be the first 
time in his entire life that his ac- 
tivities have not been quite closely 
supervised. Although the inde- 
pendent contractor concept is one 
of the great opportunities offered 
by the life insurance business, it 
is a privilege that must be earned 
by the accomplishment of satis- 
factory results. 


Some time ago I read an article 
that developed a formula designed 
to assure the intelligent use of 
time. This formula has been adapt- 
ed to our agency operation. Al- 
though not designed to harness 
the individual to a tread mill and, 


unfortunately, not a guarantee of 
success, it has enabled us to make 
great strides in increasing the 
availability of time and proving 
its intelligent use. 
Our first step is that of attempt- 
(CONTINUED ON PAGE 30) 








A trio of leaders in the affairs of NALU at the annual meeting in De- 
troit are, left to right, Stanley C. Collins, Metropolitan Life, New York 
City, a recent past president; Elsie S. Doyle, Union Central Life, Fort 
Lauderdale, Fla., a trustee, and Sam Starrett Jr., Guarantee Mutual Life, 


Omaha, also a trustee. 























One of the Nation’s Strongest 
By Any Standard of Comparison 








Wash. 








OPPORTUNI7Y—For men, now active, under age 
45 as General Agents with liberal and at- 
tractive General Agents Contracts, or Re- 
gional Supervisors with salary, commissions, 
expenses, incentive bonuses. 


TERRITORY—Ark., Colo., N. Dak., $. Dak., Hawaii, Ill., Ind., 
la., Kans., La., Minn., 


If interested as a broker, general agent, or 
supervisor, write to Wylie Craig or 
Bennett Taylor, Vice Presidents. 


aac seh 


W. RALPH JONES Arecczont 
KANSAS City 6, MISSOURI 


LIFE, ACCIDEiT AND HEALTH, HOSPITALIZATION, GROUP 


Mo., Neb., Okla., Ore., Utah, 
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The Maccabees cordially invites 
you to visit our Home Office in the 
heart of Dynamic Detroit's cul- 
tural center. ust ten minutes from 


your euitiiliauaies headquarters. Sain 


in al any | 











The Maccabees was founded in 1889 in London, 
Ontario, later moving to Michigan. Sn 1927 we 
occupied our present Home Office building, The 
largest Home Office in Michigan. The Maccabees 
has over $415,000,000 insurance in force and more 


than $110,000,000 in assets. 


THE 
MACCABEES 
a Life . See Society 








Dallas, Omaha And 
Jonesboro Win Public 
Services Competition 


Jonesboro, Ark., Dallas and 
Omaha Assns. of Life Underwrit- 
ers have won first-place prizes in 
nationwide competition to honor 
associations which perform out- 
standing public service. The win- 
ners were announced at Tuesday 
morning’s national council meet- 
ing. 

Dallas was given the top award 
among associations of 500 or more 
members. Its prize-winning activ- 
ity was a “cancer bucket brigade” 
which collected $142. The Minne- 
sota association was second in this 
class for its drive for the heart 
fund. Chicago was third with “op- 
eration mental health.” 

In the 200-500 membership 
bracket, first prize went to Omaha 
for its leadership in the red feather 
campaign. Second and third prizes 
went to Oklahoma City and Oak- 
land, Cal., respectively. 

Among smaller associations, 
Jonesboro placed first for its con- 
tribution to the heart fund cam- 
paign, with Bangor, Me., a close 
second and Fargo, N. D., third. 

First place associations will re- 
ceive a plaque and be given a dinner 
by Institute of Life Insurance, 
which sponsored the competition 
in cooperation with NALU. More 
than 100 local and state associa- 
tions entered the competition. 


Mass. Mutual Gives 


Dinner For Nussbaum 


Massachusetts Mutual held a re- 
ception and dinner Sunday night 
in honor of A. Jack Nussbaum, re- 
tiring president of NALU, who 
has been with the company at Mil- 
waukee since 1929. 

Leland J. Kalmbach, president of 
Massachusetts Mutual, was host at 
the affair. Charles H. Schaaff, 
vice-president, was toastmaster. 

Guests, in addition to Mr. and 
Mrs. Nussbaum, included Lester 
O. Schriver, managing director of 
NALU; Stewart M. Scott and Les- 
lie W. Dunstall, president and ex- 
ecutive vice-president, respective- 
ly, of Canada Assn. of Life Under- 
writers; Frank W. Howland, gen- 
eral agent of Massachusetts Mu- 
tual at Detroit and chairman of 
convention arrangements, and 
Mrs. Howland. 


Here For Midland Mutual 


Home office representatives of 
Midland Mutual at the convention 
are Russell S. Moore, manager of 
agencies, and Howard Prout and 
William H. Ellis Jr., assistant di- 


rectors of agencies. 


From Mutual Trust Life 

Charles H. Kiefer, vice-presi- 
dent of Mutual Trust Life, is rep- 
resenting the home office at the 
convention. 











Solomon Huber 
Invites You to Use 
his “Notebook” 
to Pre-Sell 


NOW AVAILABLE 
TO YOU ON "NO 
RISK” TRIAL BASIS! 


To expand your contacts and influence 
in your profession, you can do exactly what 
Solomon Huber and many other successful 
agents are doing: send your policyholders 
and prospects the famous Notebook, an 8- 
page monthly booklet imprinted with 
YOUR NAME as author, editor, publisher, 

The booklet will help “pre-sell” your 
clientele on your suggestions and recom- 
mendations, because it is written and pro- 
duced specifically for this important func- 
tion in selling. It pre-sells your clients 
on you as an outstanding life underwriter 
in your community. Thus it paves the way 
for your follow-up work, improves your 
selling efficiency and increases your sales. 
The Notebook does much of the work you 
would have to do in a sales call, at a cost 
per copy that is less than that of a ’phone 
call—from 7¢ down, depending on quantity. 

You can join Mr. Huber and the hundreds 
of successful agents who enhance their in- 
fluence, prestige and incomes from using 
the Notebook. Try it on a “‘no risk’’ basis— 
but please send coupon now, since we 
strictly limit the number of subscribers in 
each area. 





EXECUTIVE EDITOR or | 
THE NOTEBOOK— 
SOLOMON HUBER, 
C.L.U. widely known head 
of an outstanding New 
York Agency devoted en- 
tirely to estate planning, 
Mr. Huber also has an in- 
terest in this publishing 
venture and serves as Ed- 
itor of ESTATE PLAN- 
NERS QUARTERLY. He 
is a member of the faculty of the New School 
for Social Research, noted speaker and author 
of hundreds of articles on estate planning, 
programming, wills, etc. His agoncy holds the 
Notebook franchise in New York City. 77 

















Special No Risk Offer! 


If you are not satisfied with the NOTE- 
BOOK, return the copies in 10 days, and 
the charge will be cancelled. 








| THE NOTEBOOK, Inc., Dept. NU-1, 
| 215 W. 34 St. New York 1, N.Y. 


| Oo bs 7 territury is still open, please begin | 

NOTEBOOK subscription with | 

ueeee keke ee copies each month, starting | 
now. (minimum 100) 

I understand I will receive without | 

eg 50 NOTEBOOK Introduction | 

ards 
O Please send more information and | 
sample copies of THE NOTEBOOK. | 


| 

| 

| 

| 

| 

I, INFORMATION FOR PERSONAL IMPRINT | 
| anes send following data on separate 
I 

| 

| 

| 


P 
sh 

Top Imprint (page 1)—THE nT 
B55 Widia die cotuanaearisanuadesenes 


Bottom Imprint; name, company, street | 
| address, phone, exactly as you want it 





| printed, together with slogan. 
PRICES | 

| 100 copies.....$ 7.15 [ Check enclosed 
| Food copies ayo 0 Send invoice on 
| 400 copies : bey 80 delivery of ot 
| 500 copies 21.00 issue. | 
BO Namn B25 Sih vd sn biden tece macuacse see | 
GOONS oc ccccevecccencédpssevesesmsscena | 

! BN centks sects acne os Zone..... State........ | 


| NOTE: If you enclose check with order, | 
| you oa receive 25 additional Introduction | 
| ar J 
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Abuses in group insurance, in the sale of bank-loan insurance, and in 
the push for volume were targets of criticism in the report of Managing 
Director Lester O. Schriver at the national council meeting Tuesday dur- 
ing the NALU convention in Detroit. ; 

“J still think there is too much emphasis on volume and the relative 
standing of the companies,” he declared. “Just as there is no aristocracy 
apart from character in the individual, so the only aristocracy among 
companies is the aristocracy of integrity, valiant purpose, and faithful 
service,” Following is Mr. Schriver’s report. 


By LESTER O. SCHRIVER 


Your managing director has com- 
pleted four years of service under 
the leadership of 
four of the most 
traveled presi- 
dents in the long 
history of 
NALU. All four 
have made a tre- 
mendous contri- 
bution, and each 
will leave an 
everlasting influ- 
ence for good on 
the industry in 
general and on our association in 
particular. 

Each president in his own 
unique way has impressed upon 
us his particular brand of person- 
ality and special emphasis. Every 
underwriter in America is in debt 
to gallant Bob Gilmore, irrepres- 
sible Bob Walker, dynamic Stan 
Collins, and inimitable Jack Nuss- 
baum. By any valid measuring 
stick, it must be admitted that it 
has been four years of good, solid 
progress. 

Disturbing Undertones 


But, throughout the period, 
there have been a few disturbing 
undertones, which indicate that 
not all is well with the industry. 
The group situation is as confused 
and seems as far from a solution 
as ever. Abnormal and often ill- 
considered spawning of new com- 
panies seems to continue to pro- 
duce the inevitable rash of out- 
moded and often highly question- 
able plans in their rather hectic 
seramble to get a foothold. Of 
course, the most serious problem 
of all is the appearance of a few 
so-called companies which would 
seem to have no serious intention 
of serving the traditional function 
and purpose of legal reserve life 
insurance. 

Until that problem becomes the 
concern of the entire 
there will continue to be an irrita- 
tion which could cause a malig- 
nant condition that could smear 
the whole industry. The apparent 
lack of interest on the part of es- 
tablished and reputable companies, 
in the presence of malfeasance or 
out and out blue-sky operations, is 
a bit difficult to understand. 
Whether we like it or not, we are 
our brother’s keeper and a few 
rotten apples in the barrel will 
ruin the whole lot. 

I am greatly disturbed at the 
constant multiplication of organ- 
izations which seem to have as 
their purpose the imagined need 
for protection from some other 





Lester O. Schriver 


industry, . 


group whose interests seem to be 
inimical to their own. All this 
leads me to ask: Are we trying as 
hard as we should to reconcile our 
differences within the industry? 
Within our family it is possible we 
should make compromises where 
compromises are wise in order 
that we may present a solid front 
in those considerations which con- 
stitute a threat to the whole indus- 
try. 
Compromise Is Essential 


Perhaps it is as difficult for me as 
it is for most people to compro- 
mise a pet thesis, but history 
proves that human progress as a 
rule has been characterized by 
wise compromises. It is presump- 
tuous and irrational for any per- 
son to stand before a democratic 
body and declare that his position 
is absolutely right, and that those 
who oppose him are wholly 
wrong. In a democratic organiza- 
tion, those who propose proced- 
ures on controversial matters must 
be willing to compromise if they 
are to get results. Those who 
forged the Constitution of the 
United States discovered that im- 
portant fact. 

It did the Philistines no lasting 
good to shear and blind Samson, 
only to have him pull down the 
whole house and destroy all those 
who dwelt therein. Both Samson 
and the Philistines insisted they 
were right, but they died togeth- 
er. I still think there is too much 
emphasis on volume and the rel- 
ative standing of the companies. 
Just as there is no aristocracy 
apart from character in the indi- 
vidual, so the only aristocracy 
among companies is the aristoc- 
racy of integrity, valiant purpose, 
and faithful service. 

Having said that, I feel con- 
strained to comment on_ three 
things which are distinctly deli- 
cate and controversial in charac- 
ter but which should be looked at 
frankly, honestly, and in the spirit 
of fairness to every worthy mem- 
ber of our vast enterprise. That 
includes our companies, our indis- 
pensable field forces, and the in- 
suring public. 

It is common knowledge that 
there is a wide difference of opin- 
ion with respect to the present 
trend in the distribution of group 
insurance. There-is no marketing 
rule today which our companies 
are bound to respect. There are 
those who feel that there should be 
no group limits, there are those 
that seem to feel there are times 
when group insurance should be 
delivered less commissions, and 
there are those that feel that it is 


legitimate to sell it to synthetic 
groups without the slightest re- 
gard for the traditional employer- 
employe principle. 


Opinions Differ 


Over against that is the official 
position of our field organization 
that group limits should be re- 
stricted to the 20/40 formula, that 
commissions should always be 
paid a writing agent, and_ that 
the employer-employe principle should 
always be present. 

Wide differences of opinion.exist 
both in the field and among our 
companies. It is my feeling that the 
matter has never been faced with 
complete unselfishness by all the 
parties at interest. The result is 
almost complete chaos, and the 
condition is breeding a climate of 
mutual suspicion and charges of 
bad faith. The matter will never 
be settled till all the parties at in- 
terest forget every consideration 


Schriver Hits Abuses In Group, Bank-Loan, Volume 


except what is good for the whole 
industry and the public, and adopt 
ground rules which are equitable 
to all concerned. 

The second matter which I feel 
should be faced up to is to clarify 
what is meant by the bank-loan 
plan. There are those who seem to 
think that it means the deduction 
of interest on money borrowed to 
pay legitimate life insurance pre- 
miums. If that is what anyone 
means by the bank-loan plan, op- 
position to it would seem a bit 
stupid. If by the bank-loan plan 
you mean any systematic method 
of paying premiums on needed per- 
manent insurance, there would 
seem to be no lack of morality 
about that. But if by the bank-loan 
plan you mean raping a man’s pres- 
ent cash values and leaving him 
without hope of maintaining his 
program, knowing that his only 
chance of winning is to die, you 

(CONTINUED ON PAGE 36) 





CENTRAL LIFE 





A leader and... 





Preferred Combination Life (PCL) 
.. with true graduated premium! 


Disability Income Continuance (DIC) 
. revolutionary new disability income! 


Preferred Investment Plan (PIP) 
... premium return and dividend profits! 


Wife Insurance Plan (WIP) 
. with more protection when it’s needed! 


Family Insurance Plan (FIP) 
... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 
. one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 


Coitiall Le 


ASSURANCE COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 


DES MOINES 6, IOWA 
. but not 
ASSETS $150 Million 
SURPLUS | $ 13 Million 
INSURANCE | $490 Million 
IN FORCE 
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ROSENFELT TELLS GAMC 





portunity to examine production. 
wise nearly 50 agencies from six 
different top companies in our 


Agency Success Depends Upon Definite _ bites, Many of these agencia 


ords. The annual production from 


Formula For Supervision And Training these agencies ranged from $3 mil. 


If an agency is to succeed, a from scratch 12 years ago. Con- 
definite formula of supervision and necticut Mutual has cited him three 
training must be times for outstanding agency de- 
followed, accord- velopment work. This is an 
ing to Floyd A. abridged version of Mr. Rosenfelt’s 
Rosenfelt, gen- talk. The full text will appear in a 
eral agent of brochure to be published by 
Connecticut Mu- GAMC. 


tual at Toledo. By FLOYD A. ROSENFELT 


He discussed 

“Supervision for In my opinion, if we are to build 
Success” on and maintain a strong organiza- 
M onday after- tion, a definite formula of training 
noon at the an- and supervision must be followed. 
nual menage. © © Seeteh A general agent or manager must 
ment program sponsored by be completely dedicated to the job 
General Agents & Managers Con- that lies ahead. Otherwise, the job 
ference. He used as a good example will be full of disappointments and 
his own agency, which he started headaches. For some men, build- 





lion to $20 million a year. In my 
ing and maintaining a successful opinion, an agency that produces 
life insurance agency is a most a substantial volume of business 
thrilling and interesting job. For each year is not necessarily a prof- 
these men it offers a great chal- itable agency for the manager or 
lenge. Much satisfaction comes to the company. As an example, one 
them in watching men climb to agency in this group with 19 full 
higher production levels. In fact, time men has 10 men paying for 
the thrill and satisfaction that less than $150,000 in the first seven 
comes to a general agent or man- months of this year. During this 
ager from this source should be period of time these 10 men have 
recognized as part of his compen- produced only 14% of the agency’s 
sation. volume. Another agency with 2] 
Before we examine a successful full-time men has 17 agents pro- 
formula or procedure for building ducing 36% of the agency's busi- 
a strong and profitable agency, we ness. Thirteen of these agents have 
first must recognize that a prob- paid for less than 15 cases in seven 
lem does exist in many of our agen- months. Another agency with 25 
cies today. For instance, in the men has a total production of a 
past 12 months I have had an op- little better than $5 million in the 
first seven months of this year. 








CONGRATULATIONS. 


to all the National Quality Award Winners for 1957. Your outstanding efforts have 
meant so much in maintaining the high standards that we in the industry have set 
for ourselves. Prudential is proud to have more than 1800 of its United States and 
Canadian members among this year’s NQA Winners. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


You'll enjoy you are THERE, Sundays, CBS-TV 


Examine Your Agency 


This problem should cause you 
to examine your own agency and 
ask yourself how profitable is my 
agency? What percentage of my 
full-time men have difficulty mak- 
ing a living? Does dissatisfaction 
stem from individuals that are in 
a low income bracket? And, last 
but not least, in this day of infla- 
tion what does it cost me to keep a 
man that has an annual production 
of less than $300,000 or has a new 
premium volume of less than $10,- 
000 a year? 

It has been my experience that 
an agent that does not represent 
a profitable unit the organization 
is, also, in many cases a poor in- 
vestment for the home office. 

It is important that we remem- 
ber quality business, plus reason- 
able volume, produces the neces- 
sary profit in which agent and 
manager are so vitally interested. 
Where are we to begin in bringing 
about an improvement in this sit- 
uation ? 


Formula Is Offered 


The formula that is offered to 
you now has been used in building 
a substantial and profitable agency 
in Toledo. As evidence that the 
formula really works, this agency 
was started from scratch 12 years 
ago with approximately $8 million 
- of business in force. From that 
time the agency has risen from 
76th to ninth (in 1956) in volume 
of business and has a net increase 
vie of over $42 million of new busi- 
« 10 THOS, -ness. Last year with 12 men the 
Toledo agency paid for $9.6 mil- 
lion with an average production 
of $774,000 and is well on the way 
: this year for $10 million. There 
FIQRALTA® (ABD rs are four members of Million Dol- 
4 lar Round Table, three of them 
raised under this formula, and six 
men paying between $500,000 and 
$700,000 this year. Two of the 
round table men paid for a million 
their first year. 

There are some things that we 








LIFE INSURANCE + ANNUITIES + SICKNESS & ACCIDENT PROTECTION * GROUP INSURANCE - GROUP PENSIONS] feel contributed substantially to 
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the successful operation of this or- 
ganization: Most of our agents 
are recommended by men within 
our own ranks, and careful selec- 
tion is made from a fairly large 
group of prospects. 

Take ‘Boot’ Training 

Ten days of intensive training 
known as “boot training” are giv- 
en. This 10 days of clinical work 
in the office gives a new man addi- 
tional confidence in himself. Dur- 
ing this period we insist upon a 
memorized sales talk built around 
simple programing, memorization 
of a definite prospecting talk, fun- 
damentals of the use of the rate 
book, program of the new agent’s 
own life insurance and a thorough 
drill on the philosophy of selling. 

In addition to the boot training, 
about 80% of the following four 
weeks is spent in the field with 
the general agent or supervisor ac- 
companying the new agent. The 
Toledo agency is fortunate in that 
no supervisor participating in the 
training or brokerage business 
pays for less than a half million 
personal business. One supervisor 
is 30 years old and a member of 
Million Dollar Round Table. In 
my opinion it is very important to 
have a strong training staff that 
carries considerable prestige in the 
selling field. The only exception 
to this rule is that the general 
agent writes a very small amount 
of personal business—most of his 
personal business is passed on to 
first-year men starting in the busi- 
ness. 

This supervised type of early 
training gives a good picture of 
the new agent’s weaknesses, so 
that definite steps can be taken at 
once to strengthen them. Most men 
fail. not because of themselves. The 
fault generally lies with the plan 
they use. 


Must Attend Meetings 


In his first three years of train- 
ing each agent is required to at- 
tend morning meetings which 
start at 8:30 and run for 30 min- 
utes. These meetings probably pro- 
duce greater dividends in our shop 
than any other one thing. In addi- 
tion to giving the agent an early 
start for the day, they are respon- 
sible for the general agents and 
supervisors being to work on time. 
That alone would probably be 
worth the effort! 

Many have asked, “What do you 
use for material for these meet- 
ings?” Strange as it may seem, we 
always have an abundance of ma- 
terial to use, such as drilling for 
approaches, rehearsing sales talks, 
closing ideas, motivation,  tele- 
phone technique, practicing punch 
lines in creating interest, rehears- 
al of motivating stories and re- 
viewing important cases of the 
previous day. 

The motivating book is an im- 
portant tool used by many of our 
men in the agency. It consists of 
many different types of motivat- 
ing material, such as the picture 
policy, the savings bank book, the 
10 angles of a good investment, 
why men are interested in saving, 
charts showing save-and-create 


versus create-and-save, and other 
motivating material that the agent 
develops himself. 

Daily time control records are 
submitted to the general agent’s 
office each Monday morning. Each 
man is required to list an inven- 
tory of cases totaling six times 
what he needs in submitted busi- 
ness for the week, and each man 
is checked on Monday to deter- 
mine whether there are sufficient 
prospects for this inventory. Let- 


ters are written to every man, pri- 
marily offering him encourage- 
ment by bringing out the strong 
points he developed in the previous 
week. Of course there is always 
room for some constructive criti- 
cism. 

Balanced _ program-of-action 
cards are 17-column cards which 
provide a 30-day accumulation of 
daily field activity including calls. 
contacts with new prospects. pro 
gress contacts, closing interviews, 


service calls, field hours, luncheon 
appointments, planning the next 
day’s work, number of evening 
calls, number of hours of study, 
and number of sales. If the mini- 
mum of 10 of these columns is 
made in one day, it is classified as 
a perfect day. Par on this card is 
13 perfect days a month. 

Monthly work sheets are used 
to provide plenty of space for pros- 
pects, names to call, people to close, 

(CONTINUED ON PAGE 43) 





men and women. 


Fieldmen. 
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With 20 big ads in Time, Newsweek, the Journals of the 
American Medical, Bar and Dental Associations, and in 
Banking Magazine, Acacia Mutual is directing its current 
national advertising campaign to business and professional 


These advertisements, which feature Acacia’s two new 
low cost, high value whole life policies—The Acacian and 
The Executive—provide information of vital importance 
to “selected prospects” who want and need substantial life 
insurance protection. In addition Acacia is backing this 
advertising campaign with a hard-hitting direct mail 
follow-up program. Giant postal cards, magazine reprints 
and premium notice enclosures, all especially designed to 
pave the way for an Acacia Fieldman’s call, are being 
furnished free to our representatives. 


This advertising campaign and effective follow through 
material typifies the kind of sales support Acacia gives its 
It is another of the many reasons why their 
average annual production, year after year, is among the 
highest in the life insurance business. 


ACACIA MUTUAL 


Life Insurance Company 
Home Office, Washington 1, D. C. 


PROSPECTS 
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DRAFT OF REPORT 





Committee Merger Plan Is Opposed 


Vigorous objection to the forma- 
tion of a new committee that would 
consolidate the work of the NALU 
committees now dealing with trust 
officers, attorneys, and account- 
ants was indicated in the draft re- 
port of the NALU committee on 
relations with trust officers. Here 
are excerpts of the draft as cir- 
culated among members of the 
national council prior to the meet- 
ing. Paul H. Conway, John Han- 
cock, Syracuse, heads the commit- 
tee. 

The subject of the creation of a 
new committee on estate planning 
by NALU has created considerable 
discussion and has been the reason 
for many questions. Those mem- 
bers who have served on this com- 
mittee for several years, and who 
have been actively identified with 


the work of the committee, are of 
course familiar with its  back- 
ground. As a part of this report we 
include excerpts from a letter re- 
cently written to Robert L. Walk- 
er, immediate past chairman of the 
functions & activities committee. 
This report reflects the thinking 
and opinions of those members of 
our committee who have respond- 
ed to our correspondence concern- 
ing this particular discussion. 
Please keep the thought in mind 
that each local area which has a 
“council” has the right to name it 
appropriately. Most of the older 
councils were organized as “Life 
Insurance-Trust Councils.” Sever- 
al of those more recently organ- 
ized have chosen the name “Es- 
tate Planning Council” to describe 
their group. Some of the older 
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of new business. 


These 12 Men—Members of the President’s 
Cabinet—were the leaders in total premi- 
ums produced in 1956 and are the guests 
of the Company at the N AL U Convention 


in Detroit. 


Abe Newman 
Lifsitz Agency 
Akron, Ohio 

Boyd W. Flinders 
Flinders Agency 


Hinkle Agency 
Grand Island 


Gadd Agency 
Milford, Nebr. 


Burbank, Calif. 
Gordon R. Hallstrom Richard M. Lines 
Stemsrud Agency Savage Agency 
; Brook Park, Minn. Dallas, Texas 
9 Charles W. Croley Richard E. Sauder H. Glenn Spearow 
; Knutson Agency Clevenger Agency Story Agency 
Albany, Ore. Grabill, Ind. Sidney 
: George L. Kennedy Merrill R. Livingston William $. Hunt 
: Kiplinger Agency Rotthaus Agency Leonard Agency 
: Omaha, Nebr. Loveland, Colo. Tulsa, Okla. 
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Ralph E. Kiplinger, President 


: Guarantee Mutual Life Company’s 
sales for the seven months of 1957 


45% Ahead 
of 1956 


The men with The Guarantee, continue to 
record substantial gains in the production 


Virgil R. Morris 


Warren D. Rediger 


Guarantee 


MUTUAL LIFE COMPANY 


AUS 









OMAHA, NEBRASKA 





councils also have adopted this 
title. As a matter of local policy, 
some have broadened the base of 
their membership so as to include 
therein attorneys and accountants. 

It always has been the philoso- 
phy and position of this committee 
that such prerogatives as these 
should rest with local groups. It 
is a reasonable presumption that 
their knowledge of local condi- 
tions endows them with an ability 
to produce much better solutions 
at local level concerning these 
questions than can be impressed 
from a more remote level of con- 
trol. 


Accept ‘Team Concept’ 


Attorneys particularly, as well 
as accountants, have been a long 
time coming to an appreciation of 
the “team concept.” Without 
doubt, however, their increasing 
acceptance of it has been due sub- 
stantialy to the constant educa- 
tional work of the many trust men 
and life underwriters who have 
been interested in this activity. 
The practically unanimous opin- 
ion of your committee is that ex- 
amination of what might be done 
to generate best possible relation- 
ships with these two groups 
through ever-strengthened _ lines 
of communication and cooperation 
is timely. Certainly a satisfactory 
formula should be found for their 
participation—to the extent mutu- 
ally agreeable—in existing coun- 
cils and in new councils as they 
may be organized. 


Seeks Reappraisal 


Your committee has been con- 
stantly alert to these changing 
conditions, and its members, as 
well as those of the trust division 
committee, feel that our activities 
have been largely responsible for 
the constant broadening of atti- 
tudes and concepts on the part of 
lawyers and accountants. 

Your committee hopes that a re- 
appraisal and greater familiarity 
with what has been accomplished 
over the years, and presently is 
being accomplished in this particu- 
lar field, as well as what may be 
accomplished by sound planning 
for cooperation with the othe- 
groups who are interested in thi: 
“team concept” may result in a 


modification of the proposed 
changes in our committee pat- 
terns. 


Implementation of the work of 
our committee on relations with 
attorneys and continuing activity 
by our committee on relations with 
accountants plus good liaison 
among these three committees 
seem to present the sound and ap- 
propriate plan for the future suc- 
cess of these related programs. 

Following are excerpts from Mr. 
Conway’s letter : 

1. “In our opinion unilateral ac- 
tion on our part in setting down 

(CONTINUED ON PAGE 44) 


NALU Salutes Dallas 
Assn. For Its Support 
Of Hoover Committee 


Dallas Life Underwriters Assn, 
was congratulated at the NALU 
annual meeting in Detroit for doing 
the “most outstanding job” in 
backing up the work of the Citi- 
zens Committee for the Hoover 
report. Making this report was 
Julian S. Myrick, Mutual Life of 
New York, chairman of the NALU 
committee in support of the Hooy- 
er commission recommendations, 
In remarks to national council, 
Mr. Myrick said many local asso- 
ciations have responded marvel- 
ously to the NALU plea for back- 
ing of the Hoover committee, es- 
pecially the Dallas association 
which has persuaded the officials 
of the Dallas independent school 
district to provide a course of 
study on the Hoover report pre- 
pared for the students of senior 
high school classes studying 
American history and government, 


American College Board 
Elects Beal, Schaaff 


Orville E. Beal, executive vice- 
president of Prudential and 
Charles H. Schaaff, vice-president 
of Massachusetts Mutual, were 
elected trustees of American Col- 
lege at the annual meeting of the 
college’s board of trustees Tues- 
day during the NALU annual 
meeting at Detroit. 

At the same time a group of 
seven trustees whose terms expire 
this year were re-elected for a 
three-year period. 

Julian. S. Myrick, chairman 
of the college, presided at the 
meeting. Trustees heard and dis- 
cussed reports of officers and com- 
mittees including those of the 
management education committee, 
which has been engaged in the de- 
velopment of a revised program, 
and the joint committee on con- 
tinuing education, which has been 
studying, for the American Col- 
lege and the American Society 
jointly, the question of graduate 
education for CLUs. 

Davis W. Gregg, president of the 
college, presented an annual report 
in which he mentioned record 
high figures for the year in al- 
most every phase of college oper- 
ations, including scheduled con- 
fermert of more than 500 diplo- 
mas to new CLUs Wednesday 
night. 


Trustees re-elected for a three- 
year term are: Hugh S. Bell, gen- 
eral agent, Seattle, Equitable Life 
of Iowa; Vincent B. Coffin, sen- 
ior vice-president, Connecticut 
Mutual Life; O. Sam Cummings, 
general agent, Dallas, Kansas City 
Life; Grant L. Hill, vice-president 
and director of agencies, North- 
western Mutual Life; Cecil J. 
North, vice-president, Metropoli- 
tan Life; Joseph H. Reese, gen- 
eral agent, Philadelphia, Penn Mu- 
tual Life, and Edmund L. Zalinski, 
executive vice-president, life of 
North America. 
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| How to help your child have a better school year 
lairman 
at the 
nd dis- & 4 Good-bye, Mom..." Mothers will hear this familiar fare- lead to physical and emotional troubles and the sooner they 
id com- well daily during the school months ahead when 38 million are corrected, the better. 
+ children leave for their classrooms. Among these boys and Protection against certain health hazards is necessary when 
girls there will be 4 million youngsters entering school forthe —_g child starts or returns to school. So be sure to have your 
the de- first time a9. sae . . 
menial \ : child’s immunization record reviewed . . . and appropriate 
’ a oak Is there anything you can do to help your child get the best _—_steps taken to bring it up to date if necessary. 
is been possible start in school? Yes, there is. You can take him to If you are not certain about your child’s protection against 
a Ce your family doctor now . . . before school opens . . . for a thor- smallpox, diphtheria, whooping cough, tetanus and polio, 
Society ough medical check-up. now is the time to see your doctor. It is most important to 
raduate Although your child may seem to be in tiptop physical obtain his professional assistance so you can comply with the 
condition, he could have some totally unexpected impairment, School's requirements regarding vaccinations and inoculations. 
t of the For example, slight defects in seeing and hearing can handicap Teen-age boys and girls, as well as younger children, benefit 
| report a child in his studies and other school activities or cause un- from regular pre-school check-ups. Physical adjustments, 
record necessary absences. Therefore, eyes and ears should beexam- —_ weight variations and emotional upsets—all these and similar 
in al- ined so that corrective measures may be taken if they are problems are matters which parents may not understand 
e oper- necessary. too well. 
d coe You may also find your doctor’s advice helpful in improv- So why not get your doctor’s help now? Advice based on 
- diplo- ing your child’s general health. Is there room for improve- sound medical knowledge may prevent or clear up many 
nesday ment in his diet? Are his habits of play, sleep and exercise all _ difficulties of the school years. Your child’s visit to him can 
right? Parents should remember that poor health habits can help assure healthy, happy school days. 
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during North American Life's Fiftieth Anniversary celebration at 
the Edgewater Beach Hotel in Chicago, September 3, 4, 5, 6. 


Charles G. Ashbrook, President of the Company, lauded North 
American's leading salesmen who attended the celebration on the 
basis of their outstanding production during a special 15 month 
sales drive. These leading salesmen included members of the 
Million Dollar Round Table, National Quality Award winners and 
the Company's leading Life and Accident and Sickness producers 
who had traveled from as far east as New Jersey, and as far 
west as Hawaii. 


During the Golden Anniversary Banquet, Thursday evening, 
September 5, Charles G. Ashbrook announced that North American 
Life was headed for the greatest production year in its history, 
adding impressive momentum to the past five years which has 
lifted North American to one of the fastest growing companies in 
the industry. 


. wish you had all been here! 


NORTH ‘AMERICAN LIFE 


5 RON Company OF CHICAGO 
R. D. Rogers, C.L.U., Agency Vice President 
NORTH AMERICAN’ BUILDING CHICAGO, ILLINOIS 








American Society Elects 
Eugene DeVol President, 
Lillian Hogue Secretary 


fugene C. DeVol, general agent 
National Life of Vermont in 
Philadel- 
phia, was elected 
president of 
American So- 
ciety at the an- 
nual meeting 
Wednesday 
morning. He suc- 
ceeds Fitzhugh 
Traylor, man- 
ager of Equi- 
table Society in 
Indianapolis. 

Miss Lillian G. Hogue, New 
York Life, Detroit, was elected sec- 
retary. She is the first woman to 
become an officer of the society. 

Other officers whose election by 
mail ballot was announced are 
William H. Andrews Jr., manager 
of Jefferson Standard Life of 
Greensboro, Ist vice-president; 
Robert L. Woods, general agent 
of Massachusetts Mutual at Los 
Angeles, 2nd vice-president, and 
Frederick W. Floyd, general agent 
of Life of Virginia at Gloucester 
City, N. J., treasurer. They will 
take office Oct. 1. 

Elected directors to represent 
the various regions were William 
I. Rosenthal, manager of Life of 


of 





E. C. DeVol 


Virginia in Maplewood, N. J, 
eastern; Fritz A. Lichtenberg Jr, 
Massachusetts Mutual, Columbus, 
O., middle eastern; James P. 
Poole, Guardian Life, Atlanta, 
southern; Harry L. Hamilton, 
manager of Home Life in Louis. 
ville, middle western, and Elmer 
F. Davy, manager of Home Life 
in Salt Lake City, western. 
Alan D. Hecht, Travelers, Balti- 
more, was elected to complete the 
unexpired term of Harold K. My. 





Fitzhugh Traylor 


Lillian Hogue 


ers, assistant manager of Travel- 
ers at Cleveland, who had resigned 
as director in the middle eastern 
region, 
The society now has 4,307 men- 
bers in 104 local CLU chapters, 
Mr. Traylor, who presided at 
(CONTINUED ON PAGE 28) 





GRANT TAGGART 
Cowley, Wyoming 


Life Member, Past Chairman, 
Million Dollar Round Table, 
and Past President, NALU. 


Cal- Western Lifes 
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1957 NALU 
CONVENTION! 
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BRYAN C. STANGLE 
Seattle, Wash. 
Life and 1957 

Qualifying Member 









be (Hap) HALLAHAN 
Dallas, Texas 


Life Member San Antonio, 





R. BRUCE PARKER 


: Texas 
Life Member 





ALFRED E. GAUMER 
Red Bluff, Calif. 


Life Member 
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YOUR HOST CITY IN “59” 


Philadelphia’s Leading 
General Agents and Managers 
Send Cordial Greetings to the 


N.A.L.U. 


68th 
Annual 
Convention 














FREDRICK G. HIGHAM AGENCY, INC. 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


344 N. Broad Tel: RI 6-2783 


ARTHUR R. GREMEL 


Manager 


THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
1500 Walnut St. Bldg. Tel: KI 6-0100 


RALPH H. RICE JR., C.L.U. 
Manager—Philadelphia Agency 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
1401 Walnut Tel: RI 6-6010 

















BENJAMIN M. GASTON, C.L.U. 


Branch Manager 
NORTH AMERICAN LIFE 
ASSURANCE COMPANY 


1830 Philadelphia Natl. Bk. Bldg. 
Rittenhouse 6-8163 


H.S. BAKETEL JR., C.L.U. 


General Manager 


UNION CENTRAL LIFE INS. CO. 


6 Penn Center Plaza Tel: LO 7-2442 


CASPAR W. HAINES 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza Tel: LOcust 8-2920 











FRED VAN URK AGENCY 
Representing 
UNITED BENEFIT 
LIFE INSURANCE CO. 


123 South Broad St. Tel: KI 6-1500 


FINKBINER COMPANY, GEN. AGT. 
AND ASSOCIATES 


A. C. F. Finkbiner, C.L.U. 
A. C, F. Finkbiner Jr., C.L.U. 


The NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
1405 Locust St. Tel: KI 6-1234 





WILLIAM G. PIERCE, C.L.U. 
General Agent 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


6 Penn Center Plaza LO 8.2050 














HERBERT M. CADY 


Manager 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


Phila. Savings Fund Bldg. Tel: WAlnut 3-2525 


EDWARD L. REILEY, C.L.U. 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


820 Western Saving Fund Bldg. Tel: PE 5-1456 


THOMAS F. IRWIN AND ASSOCIATES 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


Tel: LOcust 8-0535 


3 Penn Center Plaza 




















L. V. DRURY 


Manager 
SUN LIFE ASSURANCE COMPANY 
OF CANADA 


121 S. Broad St. Tel: PE 5-4600 














EUGENE C. DeVOL, C.L.U. 


General Agent and Associates 
Alfred L. Baker Philip E. Rook 
George M. Douthett Frank X. Shoemaker 
Langdon C. Dow Linford D. Stever 
Clifford H. Orr., C.L.U Morris J. Weinraub 
Charles B. Palmer Theodore H. Worthington, C.L.U 


NATIONAL LIFE INSURANCE COMPANY 
Montpelier, Vt. 


1616 Walnut Street Tel: PE 5-1280 








NORRIS MAFFETT, C.L.U. 


General Agent 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


226 South 16th Street Tel: KIngsley 5-1671 
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Fraser Cites Importance Of Training 
New Agents During Recruiting Period 


By GEORGE C. FRASER 


I would like to talk on the sub- 
ject of training new men to sell 
in the programing field. There 
has been a great deal of contro- 
versy both by home office people 
and general agents as to how a new 
agent should be trained to sell 
when he enters the business. It is 
not my intention today to prove 
that programing is a more effec- 
tive sales method than _ pack- 
age selling. There are too many 
factors involved, such as age of 
the agent, his market and previous 
sales experience. Our company 
trains its agent for both fields, but 
I must admit we lean strongly to 
the programing and service sales 
approach. 

At a recent 


management con- 


ference, E. L. Nicholson, superin- 
tendent of agencies of Connecti- 
cut Mutual, spoke on the subject 
of recruiting and training. He 
stated that the lack of agents 
means a sellers’ market. Figures 
were given that showed a 300% 
increase in life insurance in force 
duing the past 10 years, with 
only a 50% increase in new agents. 
This means that the public is turn- 
ing to social security and more 
group insurance to help solve 
their financial problems. To coun- 
ter this trend, Mr. Nicholson said, 
we need more agents—properly 
trained to serve an expanding 
population and an expanding eco- 
nomy. 

Before we can discuss the train- 
ing of our agents, we must first 


have an understanding as to the 
type of man we are talking about. 
He’s between the ages of 25 and 
45, married and preferably with 
some sales experience. If he hasn't 
had some sales experience, then he 
must show evidence of his ability 
to work with people either 
through community or fraternal 
organizations. 

Our training of the new agent 
starts in the recruiting period. In 
these early interviews we begin to 
lay the foundation of our sales 
philosophy. We try to first impress 
upon him that he has been select- 
ed. not hired, as a member of our 
sales force. He understands that he 
is entering a profession, not a job. 
Our tests indicate that he has the 
capacity to learn and we expect 
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As of June 30, Bankers Life 


of Nebraska exceeded the half-billion 
insurance in force mark. With assets of 
over $100,000,000, and 1957 business 
more than 28% ahead of the record year, 
1956, Bankers Life of Nebraska 
continues its remarkable progress. 


Bankers Life 
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him to work and study to his ¢a. 
pacity. A very careful review jg 
made of our basic and career 
courses so he completely under. 
stands what is expected of him. A 
2-year study and training program 
is scheduled for him. 

The more time that we can 
spend with our new recruit before 
he leaves his present position the 
better. We first teach him our pro- 
graming sales presentation, word 
for word, and, as time permits, we 
attempt to have him study as 
much of our basic course as pos- 





New agents get into the business 
more quickly if their training be. 
gins in the re- 
cruiting period, 
even before they 
actually join the 


agency, accord- 
ing to George C. 
Fraser, general 


agent of Aetna 
Life at Saginaw, 
who spoke at 
the management 
program held 
Monday after- 
noon by General Agents & Mana- 
gers Conference. Mr. Fraser, whcse 
topic was “Train Them to Sell,” 
stressed the importance of super- 
vision of new agents when they go 
out on their early interviews. A su- 
pervisor can assist the new man if 
he runs into difficulty and can see 
what mistakes he is making. The 
need for hard work must be em- 
phasized, too. The full text of Mr. 
Fraser’s talk will be published by 
GAMC. * 





G. C. Fraser 





sible. We also make a_ thorough 
study of his market, and _ prospect 
cards are prepared and his file sys- 
tem is arranged. Every one of our 
seven recruits this year knew the 
programing sales talk before en- 
tering the business. Two had com- 
pleted our basic course and two 
had finished at least 50% of it. This 
pre-induction training has given 
our new agents a faster start into 
the business. 
(CONTINUED ON PAGE 24) 





IMPORTANT NOTICE 
to Home Office Executives 


EXCLUSIVE MONTHLY 
NEWSLETTER 


to help your agents sell. 


Each agent now can have his own personalized 
rronthly newsletter—based on your co'rpany’s 
philosophy, sa'es policies and sales too!s. This 
exclusive newsletter bui'ds agent’s aid co™- 
pany’s prestige. Excel'ent for prospecting, mo- 
tivating, building centers of influence. 

We do a!l the work—writing, printing, im- 
printing, ready for the agents to rail, and at a 
price that your company probably cannot match. 
The writing and editing are by outstanding staff 
of life insurance and estate planning authori- 
ties, publishers of Estate Planners Quarterly. 

Complete details furnished to home office 
executives on request. 


Farnsworth Publishing Co. Inc. 
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215 West 34 St., New York 1, N. Y. 
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FR SUB-STANDARD AND SURPLUS LIFE INSURANCE 
rhe lave 
A separate and independent organization with more than 30 years’ experience in this “ 


| field, we are not employed by—nor in competition with—any life insurance company. 
We do, however, act as General Agent for many companies, using their combined 


coverage to offer life underwriters and their clients a unique and specialized service. 


In effect, we have applied the “‘Lloyd’s of London” idea to the life insurance business 
and are able to act as a Life Insurance Clearing House to help you with risks that your 
| own company will not accept. In addition, for large cases—either standard or sub-standard 


—we can supply the surplus amount required beyond your own company’s retention. 


Each company we represent has been carefully analyzed and selected on the basis of 


character, proved ability of management, financial strength, high earning power 


and sound underwriting. 


Fottore than 30 years, we have been helping life underwriters everywhere to obtain 
Ex -Risk or Sub-Standard Life Insurance for those of their clients who may require it. : 


| 
| 


First Year and Renewal Commissions are paid and guaranteed 


to you by the company issuing the Policy Contract 


ONPANY 


Philadelphia National Bank Building 
Philadelphia 7, Pa. » Telephone: Rittenhouse 6-7141 
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reelings. 


To the N.A.L.U. on the occasion 
of the 68th Annual Meeting. 





The following Branch Managers and General Agents 
specialize in prompt, professional brokerage service: 
C. B. Dibble, C.L.U., Lansing 


800 Michigan National Tower 
IV 5-9497 


F. W. Simpson, Detroit 
1766 Penobscot Bidg. 
WO 5-3134 


C. F. Teller, Philadelphia 
121 South Bread St. 
KI 5-6925 


S. E. Leiwant, C.L.U., Newark 
10 Commerce Court 
MA 2-5990 


4. B. King, Pittsburgh 
808 Park Bidg. 
AT 1-7044 


T. E. Uhle, Cleveland 
216 B. F. Keith Bldg. 
PR 1-5335 


H. W. Frazee, C.L.U., Akron 
312 First Federal Savings Bldg. 
JE 5-2101 


E. Stan Sharpe, Seattle 
3324 White-Henry-Sivart Bldg. 
MA 0148 


Our Contracts and Practices 


Compete in Today's Markets 


$25,000 Minimum Life Plans designed for Split Dollar cases; 
Monthly Income Disability; Flexible Family Income; Aitraciive 
Commissions; Sensible Underwriting; Competitive Rates. 





x4 A GOOD BROKERS’ COMPANY xP | 





Cites Importance Of Training New Agents 


(CONTINUED FROM PAGE 20) 





The second phase of our train- 
ing program begins when our 
agent enters an intensive 4-week 
training program at our home of- 
fice. We are extremely fortunate 
in having this course available for 
our agents. The basic course is 
conducted seven times per year 
and the cost is covered jointly by 
the home office and general agent. 
Some agencies which are well 
staffed prefer to teach their men 
in the agency, but the largest per- 
centage go to the school. 


The school covers all phases of 
basic training, the scientific as- 
pects of life insurance, the institu- 
tion, rate book drill, prospecting 
and work habits. Our agent is then 
trained in the fundamentals of pro- 
graming, and special emphasis is 
put on his presentation. When he 
returns to our agency, he is ready 
to put into practice all the funda- 
mentals that he has learned. His 
training starts the first morning 
he returns, as he begins to call his 
prospects who have received a let- 
ter the week before. His first two 
weeks are important. Careful at- 
tention is given to his presentation. 
It must be so much a part of him 
that it is given without any strain. 

. e e 

Field supervision plays a_ big 
part in our training program and 
begins the first day the agent 


starts in the field. We want to see 
how he works before the prospect. 
We want to assist him in the sale 
of life insurance as quickly as we 
possibly can his first two weeks in 
the field. We also want to teach 
him to have a full day’s work. That 
doesn’t mean two interviews per 
night but interviews every day and 
at least three nights per week, 
There are many men who fail in 
the life insurance business every 
year. Some of these failures are 
due to poor selection, others be- 
cause of inadequate training. But 
one of the reasons for failure is 
used more often than not, that the 
agent wouldn’t work. But was it 
because he was lazy, or was it be- 
cause he didn’t know how to 
work ? 
e e e 


I wonder sometimes that if we, 
as general agents and managers, 
don’t assume too much of our new 
recruit. Many of us, as we grow 
older to the business, forget about 
the anxiety and frustrations of the 
new agent. It is easy for us to sit 
back in our offices and tell the 
agent what he should say in the 
interview and how he should have 
handled this situation or that. But 
to be most effective, we should 
have been there with him when 
some of the tough ones came up. 
How many times have you sat out 
in the car after an unsuccessful 














ACHIEVEMENT... 


AND A BRIGHT FUTURE 


A first-year production record of $34 millions of ordinary life 
insurance in force . . . five agents elected to MDRT . . . expansion 
into five states. In a year and a half, United American Life Insur- 
ance Company has made an outstanding record of accomplish- 
ment. And the realization of this early promise is assured by the 
performance of our agency force and by recognition by national 
publications and by prominent men in the industry. NALU has 
played a part in United American's progress. All agents are 
required to join because United American believes that the bene- 
fits of membership in NALU are invaluable, both to the individual 
and to the company as a whole. United American, now operating 
in Alabama, Florida, Georgia, Louisiana, and South Carolina, 
offers excellent agency opportunities. For information, write 
Pierre Howard, president. 


UNITED AMERICAN LIFE INSURANCE COMPANY 
Fulton National Bank Building 
Atlanta, Georgia 
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interview and thought of all the 
things you should have said? A 
supervisor, as a third-party in the 
interview, can bail out the agent 
when he’s stuck or has reached 
an impasse, thus giving him time 
to reorganize his thinking and get 
back on the sales track. 

I can’t help but think back to 
one of my first interviews in the 
bu iness. After having presented 
the plan, the prospect launched 


I must admit our percentage 
was good that afternoon. There 
have been days when our results 
have been small in comparison. 
But there have been very few days 
when we have put in a good day’s 
work that we haven’t developed 
some business. 

Field supervision with the agent 
is also a very effective time saver. 
You may be able to spot a weak- 
ne’s early and assist him in over- 





forth on the topic of net cost and ccming it. Put it may take you 


investment versus life insurance. 
I spent considerable time attempt- 
ing to justify the life insurance 
cost but I forgot the most impor- 
tant reason for the sale—the need 
for life insurance protection! I re- 
alized this, of course, later—but too 
late to make the sale. 


Nothing will give the new agent 
more confidence early in the busi- 
ness than sales. If the field super- 
visor can get his new recruit off 
to a good early start, less time will 
be needed in pep talks later. Office 
drill rehearsal of the agent’s sales 
presentation is good, but the actual 
presentation in the field with the 
supervisor is much more effective. 
Eight full hours in the field with 
the agent is worth twice that 
many in the office. Like many 
companies, Aetna has its agents 
complete a daily and weekly work 
schedule. We check this with our 
agent at every opportunity we can 
—if we find that he has had a poor 
day yesterday, the pressure is on to 
make it up today. If we have been 
out in the field with him and have 
made 12 calls and obtained five or 
six interviews, he knows that one 
or two interviews a day on his 
weekly controller is not going to 
satisfy us. ; 


[ had an agent who had begun 
to have difficulty in obtaining day- 
time interviews. The number of 
data sheets that he had been turn- 
ing in each day began to dwindle 
fast. One Thursday morning, 
around 11 o’clock, I found him 
shuffling papers at his desk trying 
to look busy. After checking his 
controller, I found that he had 
only turned in two data sheets for 
the whole week. We had lunch to- 
gether and discussed the problem 
of having daytime activity. He felt 
that an appointment was _ neces- 
sary, that he couldn’t call on his 
prospects without one. I agreed 
with him that the procedure of 
making appointments was impor- 
tant and that he should strive to 
get as many as he could. 

_ If he could get two or three def- 
inite appointments, all to the good, 
but it wasn’t enough to keep him 
busy. So we would have to get ad- 
ditional prospects out of the file 
and make calls without appoint- 
ments to fill in the gaps. To illus- 
trate the point, we picked out sev- 
eral of his prospect cards and 
went to work immediately after 
lunch. As luck would have it, we 
obtained five data sheets that af- 


ternoon, on which our agent later- 


made two sales. 


weeks to pin it down through week- 
ly reports and office drill. As the 
agent becomes more experienced in 
the field, we spend less time with 
him. 

Field supervision will also ex- 
pose the new agent to business in- 
-urance, estate planning and pen- 
sion trust early. The new and in- 
experienced agent many times will 
approach a prospect on a program- 
ing basis only to find that he is a 


prospect for a larger sale. The new 
man will either back off because 
of his lack of knowledge or just 
doesn’t recognize that he has a 
good prospect for a larger sale. If 
he is working with an experienced 
supervisor, the subject can be ex- 
plored further, and if a sale is made, 
it can be the difference between 
being financially successful in the 
business or not. Many a case of this 
type has put a new agent into the 
(CONTINUED ON PAGE 28) 
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Ghicago 3, Hlinois 


our Brokerage and Surplus Business Solicited 
li Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA G. GLASSER ASSOCIATES 


General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 

39 South LaSalle Street 
CEntral 6-1296 











L 


208 S. LaSalle St. 


FREEMAN J. WOOD 


General Agent 
INCOLN NATIONAL LIFE INS. CO. 
Tel. CEntral 6-1393 


An Agency Well Equipped To 
Handle Brokerage Business 








_THE HUNKEN 
+ AGENCY 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 








H. ¢ 


THE SWANSON AGENCY 


General Agents 


NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 
>. Swanson Bob Swanson 


3300 Board of Trade Bldg. 
HArrison 7-8090 


CHICAGO'S LEADING 


GREETINGS TO THE 
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For Service—Information—Field Assistance 


THE EARL C. JORDAN AGENCY 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
One N. LaSalle Bldg. RA 6-0060 


Earl C. Jordan, General Agent 
Gerry D. Scott, Jr., Ass’t. Gen. Agt. 
Kenneth R. Gorgal, Brokerage Supv. 


Suite 1616 


FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 








111 West Washington 


JAMES H. BRENNAN 


General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


RAndolph 6-2813 
Chicago 








CLAYTON E. MOTT 
and ASSOCIATES 
representing 


MUTUAL TRUST LIFE 
INSURANCE COMPANY 
141 W. Jackson Blvd., Suite 1216 WAbash 2-3309 
“We welcome your surplus business” 


THE WIESE AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


Ray Morton Wiese, Manager 
Raymond J. Wiese, Brokerage Mer. 
1526 Chicago Ave., Evanston DAvis 8-9100 
1 N. LaSalle St., Chicago 2 FInancial 6-0915 








208 S. LaSalle Street 


BUD JOHNSON 


General Agent 


NATIONAL LIFE OF VERMONT 


CEntral 6-2500 








MAGINNIS & ASSOCIATES INC. 


Insurance Consultants 
Specialist in Association & Trade 
Group Insurance Plans 
“Coast to Coast Service” 
Accident & Sickness * Retirement * Life * Liability 
Brokerage Business Accepted 
327 So. LaSalle St. HArrison 7-1441 


CHARLES E. BUTLER 
General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 


‘1440 Board of Trade Bldg. Chicago 








Life 


Los Angeles 


Substandard Wholesale - Group 
Accident and Sickness - Hospitalization 
Group Pensions - Pension Trust 


FRED S. JAMES & CO. 


New York INSURANCE Philadelphia 
Pittsburgh Since 1858 San Francisco 
Buffalo One N. Lasalle Street Seattle 


Chicago 2, Illinois Portland 
Telephone—FInancial 6-3000 








RAPPAPORT AGENCY 


Generals Agents 
PACIFIC MUTUAL LIFE 
Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HArrison 7-7244 
Chicago 


R. S. EDWARDS & CO. 


General Agents 
Rockwood S, Edwards 
A. D. Stein 


AETNA LIFE INSURANCE COMPANY 


120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 
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“YOUNGBERG-CARLSON CO. 


General Agents 


CONTINENTAL ASSURANCE CO. 


Non-Cancellable Accident and Health 
SAM LELAND, MGR. 
. Jackson Blvd. Chicago 6 HArrison 7-6869 
Spring St. Los Angeles 14 TRinity 6681 


“Brokerage & Surplus Business Solicited” 











PAUL K. COOK, C.L.U. 


General Agent 
Lorraine Sinton, C.L.U. 
Sales Production Manager 
THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
One North LaSalle St. RAndolph 6-3444 


THE STEGER AGENCY 


General Agents 


NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 
Russell W. Steger, General Agent 


J. Philip Meisenhelder & 
Harold C. Prichard, Brokerage Mgrs. 


2140 Field Bldg. Tel: STate 2-4563 
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MUTUAL#/ LIFE INSURANCE COMPANY 


BEAN AND JONES, INC. 


General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, ITk.. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 


John P. Mulloy, Brokerage Supv. 
Telephone RAndolph 6-1194 ¢: 

Suite 745 . nie 222 °W. Adams 
Chicago 6, Hlinois 











CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 
eh ee ree _ WAbash 2.3410 


Chicago i: 
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GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 
Life Agency in Chicago 


105 W. Adams St. CEntral 6-1300 


NOTHHELFER-LECK AGENCY 


General Agents 


STATE MUTUAL LIFE INSURANCE CO. 

John B. Nothhelfer Walter C. Leck 

309 W. Jackson Blvd. Chicago 6, Ill. 
HaArrison 7-4110 


MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 
John T. McDonough Agency 
One N. LaSalle | FRanklin 2-7822 


Brolzerage & Surplus Business Invited 














HOWARD W. REYNOLDS AGENCY 


MUTUAL TRUST LIFE 
INSURANCE COMPANY 


Suite 1812 105 W. Adams CE 6-1880 
Howard W. Reynolds, General Agent 


JAMISON & PHELPS 
General Agents 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


208 So. LaSalle St. Suite 2010 
STate 2-0633 


THE LIFE INSURANCE COMPANY 
OF VIRGINIA 
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J. JEROME MILLER AGE 


208 S. LaSalle St. ae 
ANdover 3-6876 ~* 














FREDERICK |. SMITH 


General Agent 
“Brokerage Exclusively” 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 


One N. LaSalle Street CEntral 6-8648 


WHEELER TRACY, C.L.U. 


General Manager 
Assistant Managers 
Patrick Higgins _ Louis B. Carpenter 
Brokerage Supervisor, Philip M. Tuzi 
NEW YORK LIFE INSURANCE COMPANY 


Rm. 1000 


39 S. LaSalle St. STate 2-4603 


FRANKLIN LIFE“ 
Chicago Division 
Profitable Agency 
Opportunities Available 
Regional Office 
120 S. LaSalle St. 


F. J. BUDINGER 


REGIONAL SALES DIRECTOR 


Chicago 














CLIFFORD F. SOUKUP 


General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


39 So. LaSalle St. 
RAndolph 6-6588 


Suite 721 


GEORGE H. GRUENDEL, C.L.U. 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
TOM ARNISON Professional Bldg. 
209 So. LaSalle—Chicazo Old Orchard, Skokie 
RAndolph 6-6514 


O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mar. 
Howard B. Fischer, Brokerage Supv. 
Telephone CEntral 6-7400 
38 S. Dearborn St. Suite 605 
Chicago 














MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 


ae. INSURANCE COMPANY 


C. E. Rothermel, Jr., C.L.U. 
Joe Moody - Gene O'Reilly 


175 W. Jackson Blvd. Chicago 











HAMILTON FERGUSON 


General Agent 


OCCIDENTAL LIFE 
INSURANCE COMPANY 
“Brokerage Exclusively”— 


Since 1943 
135 S. LaSalle St. 
ANdover 3-1883 


Suite 2049 








W. A. ALEXANDER & COMPANY 
Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. ©: 3, °' 


General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


135 South LaSalle St. FRanklin 2-7300 
hicago 
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Ww. salute the members of the Na- 
tional Association of Life Underwriters, 
on the occasion of their Sixty-eighth 
Annual Convention, and commend them 
for their continuing and effective efforts 
in advancing the standard and scope of 
life insurance sales and service. 


LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 


DADRND 


Welcome To Michigan 


from the 


Lincoln 


Ray H. Wertz 


& Associates 


Robert E. Beisel 
Kalamazoo 


Detroit 
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business early, on a sound finan- 
cial basis. 

Prospecting for the agent must 
begin the day he starts in the field. 
Many definitions have been given 
on prospecting but the one that 
sticks with me is “Prospecting is 
like shaving—let it go for a few 
days and you are just a bum!” The 
referred lead is the finest source 
for the agent who is programing. 
If he is doing an effective job for 
his clients, what better way can he 
obtain his prospects? We must 
teach him to prospect up and raise 
his sights. If he is doing an effec- 
tive programing’ service, why 
shouldn’t he call on the prospects 
boss, or his doctor or dentist? An- 
other part of our training for the 
new agent is in the review of his 
programing cases: are these fig- 
ures realistic?; are the re- 
quirements too high or low?: 
should the agent have tried to 
close in the first interview with an 
abbreviated plan? Up until a few 
weeks ago all of our agents worked 
out their own cases. Now we have 
a staff man who does the survey 
work for them. This allows our 
agent greater time in the field, 
thus increasing his effectiveness. 


What do we expect of our new 
agents? We expect honest effort 
and a full day’s activity. We know 
there are certain work standards 
that are absolutely necessary if the 
agent wishes to achieve success in 
this field. These work require- 
ments are reviewed with him pe- 
riodically so that he fully under- 
stands our requirements. We ex- 
pect that he will have a minimum 
of four interviews per day, with a 
minimum of four data sheets per 
week and three new prospects per 
day. His first few months in the 
field of course far exceed these 
minimums but as he begins to lev- 
el out with his activity, his percent- 
ages of contacts to interviews to 
sales should improve. 

We believe that the power of the 


Green-Shoup 
Grand Rapids 








programing sale lies in the fact 
that it is low pressure prestige sell- 
ing. I am not attempting for a 
minute, however, to lead you to 
believe that the programing case 
does not have to be sold. It does! 


Programing is nothing more 
than an organized presentation of 
sales ideas through which we es- 
tablish a general problem by dis- 
cussing the  prospect’s family 
needs and, after taking into con- 
sideration his social security bene- 
fits, personal insurance and group 
insurance, we then establish the 
specific problem. After establish- 
ing the specific problem it is then 
up to our agents as salesmen to 
convince the prospect that life in- 
surance is the ideal solution to his 
problem. Let me emphasize his 
problem, because in the final an- 
alysis the prospect who buys is the 
prospect who is sold that life in- 
surance is the answer to his needs, 


We know that if the prospect un- 
derstands his needs—he will pur- 
chase in larger amounts. Our ex- 
perience shows thai the programing 
prospe*t will purchase 2% times 
more than if he is approached on a 
package basis. We also know that 
le has a much smaller lapse ratio 
and that the chances for repeat 
sales are greater. A review of our 
agency business the first eight 
imonths this year reveals an aver- 
age programing case of $18,794, 
Our objective at this point is to 
get our agents to increase the 
n-mber of programing data sheets 
each week. This, of course, will re- 
quire a greater effort by the agent 
and more assistance by the super- 
v:sor. If each party will bear his 
respective responsibility, I am 
sure that our objectives will be 
met. 


American Society Elects 
Eugene DeVol President, 
Lillian Hogue Secretary 


(CONTINUED FROM PAGE 18) 


the breakfast, received a_ silver 
pitcher for his,work as president 
and in other posts over the years. 


Mr. DeVol, a CLU since 19339, 
was with Massachusetts Mutual in 
Philadelphia for nine years before 
joining National Life of Vermont 
in 1944. He has been general agent 
since 1955. He is past president of 
Philadelphia CLU chapter and his 
company’s CLU association. He is 
a former director and_ regional 
vice-president of the society and 
was elected secretary in 1954. 
Since then, he has been 2nd vice- 
president and Ist vice-president. 
He has been chairman of impor- 
tant committees. 

Miss Hogue, a CLU since 1946, 
entered the business with Ameri- 
can Life in 1926 and joined New 
York Life in 1934. She has been a 
director of the society and headed 
various committees. She is past 
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president of Detroit CLU chapter. 
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Nussbaum Foresees Important Role For Indusiry Committee 


CONTINUED FROM PAGE 3) 





are complementary. The popular- 
ity of one does not detract from 
the popularity of the other. 

In 1932 7.2% was the ratio of 
premiums to disposable personal 
income used to purchase life in- 
surance. At that time we had $76 
billion of ordinary life in force and 
$9 billion of group insurance. Dur- 
ing the last 15 years it ranged be- 
tween 3.3% and 3.8%. But in 1956 
we had $238 billion of ordinary 
and $117 billion of group. 

In 1932 the life insurance pro- 
tection in force equalled about 16 
months of the national income. 
Now 25 years later it is just about 
the same. This to me is an indi- 
cation that the great progress we 
have made is mostly in group in- 
surance rather than in the ordi- 
nary field. 

What can we do about it? As I 
see it, we must aim all of our ef- 
forts to get each state to adopt the 
20/40 limit. If it is more expedi- 
ent to seek extra-territorial legis- 
lation, then I would recommend 
that. 


Oppose Direct Writing 


I again repeat what I said at 
Roanoke six months ago. We are 
definitely opposed to direct writ- 
ing of group insurance and by- 
passing the agent. This is an un- 
fair practice and must be stamped 
out. Paying fees to individuals as 
a subterfuge to paying commis- 
sions is not in the best interests of 
our American agency system, It 
is gross discrimination for a life 
insurance company to charge one 
corporation more for the same ben- 
efits that another corporation can 
buy for less. My congratulations 
to those life insurance companies 
who respect their agency forces 
and refuse to deal direct. 

During my visits around the 
country I have sensed a great de- 
sire upon the part of many men 
to improve their own knowledge 
and understanding. More men are 


interested in LUTC classes. More 
are seeking the CLU degree. This 


- is all to the good. 


It is gratifying to me to have 
had the opportunity of presenting 
many of the national quality award 
certificates. This is an award which 
is given for quality underwriting. 
I would recommend that everyone 
aim to be a member of this select 
group. 

I am sure that you all realize 
that we had hoped to be able to 
tell you that our Memorial bu Id- 
ing in Washington is completed 
and occupied. I could take the next 
two hours of your time and still 
would not be able to tell you of all 
the trials and tribulations of the 
building committee. They have 
had a rough row to hoe. We are 
all good citizens and, of course, 
anxious to cooperate with the gov- 
ernment. It looks like everything 
is now in order and we should be 
able to really go ahead and build 
our building. 

Our managing director, Lester 
O. Schriver, as well as our asso- 
ciation, is indeed blessed by hav- 
ing a dedicated headquarters staff. 
They are a grand group of people 
and are doing a wonderful job in 
our behalf. There is no point in 
my mentioning names because if 
I did, I would have to include every 
individual. 

This past year, the GAMC un- 
der the leadership of Mortimer 





NALU Has 700 Member-Groups 


National Assn. of Life Underwrit- 
ers is composed of more than 700 
local and state associations located 
in all states, Alaska, Hawaii, Puer- 
to Rico and District of Columbia. 
Through its policy of “democracy 
in action,” the national associa- 
tion, organized in 1890, takes its 
lead from the initiative of these af- 
filiated groups, representing the 
top 15% of the nation’s life insur- 
ance agents. 


Buckley and Executive Director 
Don Baker has climbed to great 
heights. Their job is a most im- 
portant one and, as agents, we ap- 
preciate the work they are doing 
because we are very much inter- 
tested in good management. 

Ours is indeed a wonderful busi- 
ness. It is a business where men 
who are successful feel a profound 
obligation to help others to attain 
success. 


Wants Industry Committee 


I would like to feel that my ad- 
ministration has been responsible 
for one project that might do a 
lot in the future to create a har- 
mony of operation which will bind 
all segments of the industry. I rec- 
ommend that an industry commit- 
tee be appointed, this committee 
to be composed of three or five 
men of every association of our 
indusiry. Incese men to meet at 
least twice a year or oftener if nec- 
essary. The purpose of the com- 
mittee is to let their hair down 
and discuss problems that affect 
any part of our business. The com- 
mittee’s findings and recommen- 
dations are to be sent to each in- 





NALU Aims At 75,000 Members 


National Assn. of Life Under- 
writers had 68,215 members on 
July 31. This meant that NALU in 
seven months had surpassed its to- 
tal 1956 membership by more than 
5,000 and was shooting for a year- 
end total of 75,000. 





Here For Manhattan Life 


Representing Manhattan Life’s 
home office at the convention are 
Thomas E. Lovejoy, president; 
Frederick W. Lohm, director of 
agencies; Harry Levey and 
George A. O’Dowd, superintend- 
ents of agencies in the western 
and north central divisions, re- 
spectively. 


dividual association. 

There are many things that this 
committee can do that would be 
a great help to the entire industry. 

For example, the committee 
might recommend that when cases, 
such as Prunier and Sanders, are 
decided by the courts, that we feel 
are not in the best interests of the 
industry, we might join in the ap- 
peal as amicus curiae in support 
of the taxpayer. A committee of 
this type would do a great deal to 
help in clearing the air, if it were 
necessary. 

Before closing this report, | 
want to thank all of the officers, 
trustees, and committee chairmen 
as well as the members of the com- 
mittees with whom I have worked 
this past year. This is indeed a 
wonderful business where we have 
so many volunteer workers. Many 
of them have spent a good deal of 
time, effort, and money on your 
behalf. 

In closing I want to thank you 
for the high honor which you have 
accorded me this past year. 

I do hope that in my humble 
way I have served you well. 





GMAC Was Busy In 1956 

More than 3,000 agency heads 
attended 18 meetings sponsored by 
General Agents & Managers Con- 
ference of National Assn. of Life 
Underwriters in 1956 to exchange 
ideas for improving the manage- 
ment and maintenance of the 
American agency system. 





NALU Has 1,200 Women 

With special attention being 
given to women agents by Nation- 
al Assn. of Life Underwriters, the ~ 
latest tally of women members is 
more than 1,200. In 1957, more 
than 150 women were NQA win- 
ners, three of them for the 13th 
consecutive year. Membership in 
WOMDRT is expected to surpass 
the 1956 figure of 119. Attendance 
at the special women’s features at 
the convention is greater than 
ever. 





GREETINGS to tueN.A.L.U. at DETROIT 





General Agent 


54 Park Place 


PAUL L. GUIBORD 


Paul L. Guibord and Associates 


MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
Newark 2, N. J. 


Newark 2, N. J. 


OSBORNE BETHEA 
Manager 
OSBORNE BETHEA and ASSOCIATES 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Suite 1115 National Newark Bldg. 


MArket 3-8000 





From the 
NEWARK 


GENERAL AGENTS 
AND MANAGERS 











General Agents 


1180 Raymond Commerce Bldg. 
MArket 4-6800 





BOWES AND JOSEPH 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


Newark 2, N. J. 








HERBERT F. CLUTHE 
General Agent 
STATE MUTUAL LIFE ASSURANCE 
COMPANY 


OF WORCESTER, MASSACHUSETTS 
1180 Raymond Commerce Bldg. 
MArket 4-3500 


Newark 2, N. J. 








HENRY LEVINE, GENERAL AGENT 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


45 Commerce Street 


Newark 2, N. J. 
MArket 2-7146 
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Photographed in the hotel lobby at the NALU meeting in Detroit are 
a trio of early arrivals. They are Fitzhugh Traylor, left, Equitable So- 
ciety, Indianapolis, and president of American Society of CLU, Mrs. 
Traylor, and Charles C. Robinson, communications consultant, Welles- 
ley Hills, Mass. 
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Important to the military and equally important to a 
successful life underwriter. Good contracts, competitive 
in price and provisions and covering the entire field of 
income protection, represent the firepower American 


United men enjoy in the field. 


Life contracts with low net costs and low net payments, 
unique special options; a complete A & S Kit covering 
non-can income disability, guaranteed renewable acci- 
dent, sickness and major medical; plus a sales-minded 
group staff make for a lot of firepower. American United 
men can truly offer FULL income protection. 


cE COMPANY 
INDIANAPOLIS, INDIANA 








FLEXIBLE OPTIONS ¢ LOW NET COST SPECIALS 
MINSURANCE ¢ GROUP RETIREMENT ¢ PENSION TRUSTS 
LE MAJOR MEDICAL e¢ NON-CANCELABLE DISABILITY 

EED RENEWABLE HOSPITAL AND SURGICAL 

N SUBSTANDARD UNDERWRITING AND REINSURANCE 
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Time Control Is Denominator Of Success 
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ing to analyze the objectives that 
have been accepted by our associ- 
ates. Some men have built-in dy- 
namos that will drive them to the 
top rung of the ladder. Other men 
prefer a lesser degree of success 
without the necessity of sacrificing 
leisure time, pursuit of other in- 
terests or even health that might 
be required if they were to reach 
for the top. To each his own, but 
irrespective of the level of accomp- 
lishment established as the objec- 
tive, we still face the need for de- 
riving the best return from our 
working hours. Considerable em- 
phasis is placed during our selec- 
tion interviews, pre-induction 
training course and supervisory- 
training program on determining 
each man’s objectives. In this re- 
gard we, of course, use a typical 
agent’s plan book, family budget 
and other similar aides. 


Develop Program 


After we have definitized our 
associates’ objectives, we then set 
about developing a typical month- 
ly, weekly and daily program that 
will accomplish the desired results. 
Throughout the pre-induction pro- 
gram as well asa man’s first month 
on a full-time status, we carefully 
follow a detailed schedule estab- 
lished on an almost hourly basis. 
At the conclusion of this stage of 
training, we revert to what we call 
a weekly blueprint designed to set 
a definite time for the accomplish- 
ment of each of the many job func- 
tions of the successful agent. The 
blueprint is supplemented by a 
check list of job functions. This 
program is reviewed during our 
weekly individual conferences, 
with attention devoted not only 
to the analysis of the preceding 
week, but also suggestions as to 
how planning for the forthcoming 
week might be improved. 

The third step in our process is 
that of encouraging the man to 
recognize the relative value of his 
investment of time in the various 
phases of our work. Frequently we 
put time on matters that do not 
contribute to the important ends 
we must achieve. There is a ten- 
dency to waste too much time on 
those things we like to do. There 
is a need for reducing routine tasks 
to a minimum and then schedul- 
ing them for time that can not be 
put to better use. At the conclusion 
of each month’s business, we care- 
fully analyze each man’s sales ra- 
tios and compute for him the first- 
year paid commission dollar value 
of each telephone call,, each face- 
to-face interview, each closing in- 
terview, and each sale. Further- 
more, we show him the difference 
between the value of an hour spent 
in the office and an hour spent in 
the field. Most men have a full ap- 
preciation for the value of a dol- 
lar, and this procedure has assisted 
us in encouraging men to put their 
time where it counts the most. 

The last major step of this par- 


—— 


ticular phase of our agency super- 
visory program may be somewhat 
controversial. Although we care- 
fully and thoroughly indoctrinate 
our associates in the good prop- 
erty concept of life insurance, we 
stress the philosophy that we are 
actually selling our time. It ap. 
pears to us that men who attain a 
high degree of success in all walks 
of life possess an almost inhuman 
self-discipline. They live by the 
doctrine that “time alone is irre. 
placeable—don’t waste it.” This 
thought was expressed by Presi- 
dent Eisenhower’s pastor, who re- 
cently said: “To squander time is 
sin; it is immoral. Every individ- 
ual is allocated only so much time 
and energy. To abuse, or misuse 
it is an evil thing.” 

In conclusion, I sincerely believe 
that men choose to associate with 
our agency organization because 
they feel we have the ability to 
guide them toward success and 
that they expect us to assume that 
responsibility. Our agency pro- 
gram is well rounded, and, we be- 
lieve, includes the proper amount 
of attention to all phases. It is 
sometimes difficult to determine 
which subject is relatively more 
important. We have discussed that 
few people have the ability to “plan 
their work, and work their plan.” 
We have concluded that no man 
will achieve any real degree of suc- 
cess until he has learned to make 
time and how to use it. Although 
there are many facets to the dia- 
mond of success, we feel that time 
control or personal organization 
or planning 1s the common denom- 
inator of success, in not only per- 
sonal production but also success 
in agency management. 


On Hand For Michigan Life 
Michigan Life’s home office rep- 
resentatives at the convention are 
Harlow E. Willis, 2nd vice-presi- 
dent and superintendent of agen- 
cies, Herbert A. Bell and Robert 





E. Smith, agency directors. 














W. H. Andrews, Jefferson Stan- 
dard Life, Grennsboro, N. C., a past 
president of NALU, and Mrs. An- 
drews pause for a moment for a 
photograph at the NALU meeting 
at Detroit. 
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“superimposed group,” bargain 
basement specials,” etc. 

Yo«r committee has_ received 
many letters from the field. The 
following excerpts from a few illus- 
trate the agents’ thinking and the 
severity with which the problem 
is viewed: 

* * * 

“Can volume offset the agent’s 
increased cost of doing business?” 
* * * 

“It seems to me, along with a 
great many other agents, that our 
position in this business is in great- 
er jeopardy than ever before. This 
is largely due to the desire on the 
part of the companies for greater 
and greater volume.” 

* * * 

“Is mass coverage closing the 

door for the agency system . . .? 
* * * 

“(Please discuss) “The Future of 
the agent.’ ” 
* * * 

“Personally I believe there 
should be a discussion of the firm- 
ness of the agency system.” 

* * * 

“... Merchandising impact of 
more and more group insurance. 
Growth of government protection 
by social security and other de- 


* * * 


“One topic overshadows all oth- 
ers. That is the question of bargain 
basement special rate types of pol- 


* * * 
. there would follow the area 


Candidly 
photographed at 
the NALU an- 
nual meeting in 
Detroit are 
Trustees Wil- 
liam S. Hendley 
Jr., left, Mutual 
Life of New 
York, Columbia, 
S. C., and Harry 
N. Phillips, Sun | 
Life of Canada, 
San _ Francisco. 
Mr. Hendley is 
a candidate for 
secretary. 








of present controversy, i.e., volume, 
special policies, group with no 
commissions, too much group.” 

* * * 


“Topic suggestions are: 
‘Bargain basement’ specials, volum- 
itis, associations created solely to 
sell group, group with no commis- 
sions, too much group, group su- 
perimposed on group... ” 

* * * 


“Over-all attitudes of companies 
toward the agent—trends in group, 
credit, specials, etc., volumitis . . .” 

* * * 

“The increasing activity of gen- 
eral insurance agents as life 
agents.” 

* * * 


“We want discussion. We want 


a chance to say our piece about 
jumbo group and other subjects 
... Only a strong demonstration 
of opinion by the ‘street agents’ 
will convince the companies they 
have a responsibility to the agent 
and the agency system which has 
built and will continue to build 
these companies.” 


* * * 


As a result of these and other 
strong expressions, your commit- 
tee felt that it was mandatory to 
adopt this subject as the theme for 
the agent’s forum at Detroit. The 
title of the program is “As it Looks 
to Me—An Interpretation of Pres- 
ent Trends.” 





GREETINGS to the N.A.L.U. CONVENTION 
from WASHINGTON, D. C. 





GEORGE P. SAMPSON 


General Agent 


of THE NATIONAL ASSOCIATION 


MANHATTAN LIFE INSURANCE 
COMPANY 
Specializing In Surplus Business 
Sub-Standard, Up To 1000% Mortality 
218 Tower Bldg. ME 8-4587 








JOHNSON & ADAMS, INC. 
General Agents 
CONTINENTAL ASSURANCE CO. 


917—15th St., N.W. NAtional 8-9112 


CHESTER R. JONES, C.L.U. 
and 
ASSOCIATES 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


300 Wyatt Bldg. 


Washington, D.C. 











J. HENRY HOOPER AGENCY 
of 
PROVIDENT MUTUAL LIFE INS. CO. 
Offices 


Baltimore — Washington — Annapolis — Easton 


1000 Fidelity Bldg. 
8th Floor, Wire Bldg. 
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|Committee Of Agents 
Tells What Producers 
__ | See As Big Problems 
y super- : 
me what The report of the committee of 
ve care. | agents, in the draft form sent to 
\ctrinate | natonal council members included 
d prop- | a liberal sampling of suggestions 
nce, we | received from agents as to what 
we are | topics should be discussed at the 
It ap. agents’ forum as the major prob- 
attain g | lems of the day. The following is 
ll walks | an abridged version taken from the 
nhuman | advance copy of the report. Com- 
by the | mittee chairman is John V. Coe, 
is irre. | Massachusetts Mutual, Wichita. 
” This One function of the agent’s com- 
r Presi- mittee is to review all committee 
who re- reports from the agent’s point of 
time is view. This was done at our meet- 
individ- | ing and the reports were approved. 
ch time | In certain instances suggestions 
misuse were made to chairmen of other 
committees in connection with 
believe matters of particular interest to 
te with agents. ... 
recause Another function of our commit- 
lity to tee is to ascertain the feeling of 
ss and the agents in the field regarding 
ne that matters that affect them in the in- 
y pro- | dustry. In the past few months, 
we be- the number of agents in the field 
imount who have expressed real alarm over 
. It is | these problems has not only greatly vices.” 
ermine increased but their expressions in- 
more dicate that they view these prob- 
ed that lems as a definite threat to the 
> “plan agency system and the agent’s 
plan.” market. These problems were fre-  icies.” 
Oo man quently expressed as “volumitis,” 
of suc- “direct selling,” “jumbo group,” 
make 
hough 
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e rep- | WASHINGTON’S GENERAL AGENTS 
mn are 
~ and MANAGERS SEND BEST 
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‘obert 
WISHES to the MEMBERS 
of LIFE UNDERWRITERS 
HOWARD J. RIORDAN, C.L.U. 
General Agent 
Complete Brokerage Service 
1417 “K” St, N.W. District 7-1022 
J. D. MARSH & ASSOCIATES 
Financial Planning-Personal & Business 
Employee Benefit Plans 
Marsh Building EXecutive 3-7343 











Baltimore, M.D. 
Washington, D.C. 








GEO. A. HATZES AGENCY 


General Agent 


FIDELITY MUTUAL LIFE INS. CO. 


1630 Eonnecticut Ave., N.W. 
Washington 9, D. C. 
HObart 2-6800 
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The LOS ANGELES Leading 





THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
John J. Shilling, Asst. Gen. Agt. 
Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
George S. Ferreira, Mgr., Brokerage Dept. 


D. Kenneth Elliott, Manager, Agents Training 
Suite 512, Statler Center MAdison 6-5881 








CHARLES L. J. FEE, GENERAL AGENCY 
Charles L. J. Fee, General Agent 
Verne Smith, Assoc. Gen. Agt. 
Don Cashill, Outside Brokerage Mgr. 
Cliff Dancer, Office Brokerage Mgr. 


a 
AY 
WoruAlLsiive insuRance COMPANY 


Boston, Massachusetts 
DUnkirk 2-8251 


600 S. New Hampshire Los Angeles 5 








THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 
Robert K. Ashoff, Assoc. General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


TRinity 9501 
523 WEST 6th ST. LOS ANGELES 14 





HENRY E. BELDEN, C.L.U. 


Manager 
Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MUtual 2137 


628 West Sixth St. Los Angeles 17 
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T. R. (BOB) MACAULAY GEO. N. QUIGLEY, JR., C.L.U. JAMES STOESSEL, C.L.U., GEN. AGT. 
General Agent Branch Manager , 
STATE MUTUAL LIFE ASSURANCE MANUFACTURERS LIFE INS. co. Walter Stoessel, CL.U., Associate General Agent CON 
sme eae — Ed. Linsenbard, Brokerage Mgr. NATIONAL LIFE OF VERMONT ; 
elephone inity . 
530 W. 6th St. LOS ANGELES 14 y sesamiae penaalianees 
ca 22 ae : H 3535 West 6th St. Los Angeles 5 4848 Wilshire Blvd. Los Angeles 5 
“Specializing in Service to Brokers” 510 
RAY J. HAVERT, C.L.U. THE NORTHWESTERN MUTUAL THE MELZAR C. JONES AGENCY 
General Agent LIFE INSURANCE COMPANY THE CONNECTICUT MUTUAL LIFE 
forked, JOHN R. MAGE, C.L.U. INSURANCE COMPANY 
murvst/iire insuRANCcE COMPANT General Agent Paul A. Hummel John A, Biedermann, Jr. 
Call — enna Service” TRinity 3821 Assoc. Gen. Agt. Brokerage Mgr. i 
nkirk 5-3257 RPT ae : ae 5 
2999 West 6th St. ae ne 727 West Seventh St. Los Angeles 17 sialic —e 3-1393 Si tiiselaaal 
BAYARD JUDD - ROBERT H. JUDD, C.L.U. HOWARD E. NEVONEN, C.L.U. GEORGE A. LANDIS 
F 9 General Agent State Manager 
eneral Agents WASHINGTON NATIONAL THE FRANKLIN LIFE INSURANCE 
KANSAS CITY LIFE INSURANCE INSURANCE CO. COMPANY 
: COMPANY : Springfield, Illinois 
815 S. Hill Los Angeles 14 DUnkirk 5-3311 DUnkirk 5-5255 : 
TRinity 6963 3580 Wilshire Blvd. Los Angeles 5 3780 Wilshire Blvd. Los Angeles 
JACK WHITE AGENCY W. THOMAS CRAIG THE YATES-WOODS AGENCY T. 
si re rte i sin a AETNA LIFE rides nee COMPANY John W. Yates and Robert L. Woods, Gen. Agents 
* vse O’Brien Sawyers, Jos. F. Bradley, Robert H. DeBusk MASSACHUSETTS MUTUAL LIFE 
COMPANY OF AMERICA Assistant General Agents INSURANCE CO. 
> Wilchj Hol Grigsb E. H. Goodrich 
at ree ei 3.8211 Loe ‘Angeles 36 Miniter Gade Dagt. Geshe DUnkirk 1-3181 600 
810 S. Spring St. TR 1771 Los Angeles 14 2601 Wilshire Blvd. Los Angeles 
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Life Offices Send Best Wishes 


68th Annual Convention 





Pres Pe I 





Terre rerrs. 












LEISURE, WERDEN & TERRY 
AGENCY 


Brokerage Exclusively 
OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 








THE M. E. THOMPSON AGENCY 


M. E. Thompson, General Agent 
Harold F. Greene, C.L.U., Asst. Gen. Agt. 
Max Eastus, Asst. Gen. Agt. 


PACIFIC MUTUAL LIFE INSURANCE 
COMPANY 
DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 








THE N. J. NELSON AGENCY 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Sam Dichter Warren Fandrey 
Brokerage Manager Agency Supervisor 
WEbster 6-1144 


6336 Wilshire Blvd. Los Angeles 48 


Union Mutual Life Insurance Co. 


SWETT & CRAWFORD, Pacific Coast Mgrs. 
RICHARD M. DOYLE, MGR. 
Life, Accident & Sickness Department 
C. ROBERT FISCUS 
Regional Field Supervisor 
JOHN D. CURTIN 


Manager of Group Western Division 
3450 Wilshire Blvd. DUnkirk 1-3211 











STANLEY J. NEUMAN 


General Agent 


Dick Miller, Brokerage Mgr. 
CONTINENTAL ASSURANCE COMPANY 
Brokerage Exclusively 
Life and Non-Cancellable Disability 


TRinity 6356 


510 West Sixth St. Los Angeles 14 


ALBERT L. JASON AGENCY 


Albert L. Jason, Manager 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
“Brokerage Service” 


611 South Oxford Ave. 
DUnkirk 5-2481 


Los Angeles 5 


GLENN R. LARSON 


Manager 


PHOENIX MUTUAL LIFE 
INSURANCE CO. 


3440 Wilshire Blvd. DUnkirk 8-3293 
Suite 601 Los Angeles, Calif. 


Albert F. White, C.L.U., Office Manager 














ROBERT B. OGDEN, JR. 
General Agent 
THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
1653 Beverly Blvd. Los Angeles 26 
MAdison 6-5568 


LIFETIME INCOME DIVISION 


(Joseph Brothers and Hirschorn) 


UNITED INSURANCE CO. 
OF AMERICA 


George E. Orling, Manager 
TRinity 9138 


117 West 9th St. Los Angeles 15 








JOHN G. EDMUNDSON 


Manager 
Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
Harry F. Wilson Jack Tohill 
Assistant Manager Group Supervisor 


DUnkirk 5-281] 
3462 Wilshire Blvd. Los Angeles 5 








SAM VAN ELGORT, C.L.U. 


General Agent 


THE MIDLAND MUTUAL LIFE 
INSURANCE CO. 


BRUCE BARE AGENCY 
General Agents 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


PROVIDENT LIFE & ACCIDENT 
INSURANCE COMPANY 


Ed. Kalsched 
West Coast Life Supv. 


Earl Montgomery 
Branch Manager 








MURRELL BROTHERS 
General Agent 
MUTUAL BENEFIT LIFE INS. CO. 


DUnkirk 8-2121 


600 South Harvard Los Angeles 5 











General Agent 
BANKERS LIFE INSURANCE 
COMPANY OF NEBRASKA 


DUNkirk 8-7181 
3325 Wilshire Blvd. 


Los Angeles 








465 S. Beverly Drive Beverly Hills 3400 W. 6th Street Los Angeles DUnkirk 7-2376 
CRestview 1-5128 BRadshaw 2-1825 DUnkirk 5-5331 3540 Wilshire Blvd. Los Angeles 5 
T. G. Murrell W. L. Murrell LLOYD W. HUMMEL THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
EDWARD B. BATES 


General Agent 
WEbster 8-2611 


4270 Wilshire Blvd. Los Angeles 5 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office—Newark, N. J. 


EUBANK & HENDERSON, Managers 
40th Floor—40 Wall Street, New York 5 
Digby 4-0040 








LOUIS W. SECHTMAN 
General Agent 
AETNA LIFE INSURANCE COMPANY 


Lincoln Building 60 East 42nd Street 
New York 17, N. Y. 
MUrray Hill 2-0200 











_ ApoghWSen AGENCY 


BERKSHIRE LIFE INSURANCE COMPANY 
921 Bergen Avenue, Jersey City 6, N. J. 
Newark Jersey City 
MArket 2-2242 OL field 9-1724 
New York: REctor 2-4540 











WHEELER H. KING, C.L.U. 


General Agent and Associates 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


342 Madison Ave. New York 17, N. Y. 
MUrray Hill 7-5560 


“Just a few steps from Grand Central” 
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HARRY KRUEGER, C.L.U. 


General Agent 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386—4th Avenue New York City 
New Ideas—Old Ideals 


HAROLD G. PRATT 


General Agent 


(hr Meamcock 
- INSURANCE COMPARED 


225 BROADWAY 
NEW YORK, N. Y. 


BArclay 7-1070 








WILLIAM A. ARNOLD, Il 


General Agent 


- .. INSURANCE COMPANY 


Complete Brokerage Service 
161 William St. - New York 38, N. Y. - WO 4-2367 


Telephone ELdorado 5-1700 


DAVID MARKS, JR., C.L.U. 
General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
1 E. 47th STREET NEW YORK 17 


THE SCHMIDT AGENCY 
Roger W. Schmidt, C.L.U.—Arthur W. Schmidt, C.L.U. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY- 


270 Madison Ave. New York 16, N. Y. 
MUrray Hill 5-7200 








DAVID A. CARR AGENCY 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


50 E. 42nd St. 


New York 17, N. Y. OXford 7-3424 





BURTON J. BOOKSTAVER 


General Agent 


SECURITY MUTUAL LIFE INS. CO. 


500—5th Ave. New York 36, N. Y. 


CHickering 4-8330 
Mnrray Waldman, Assoc. Gen. Agt. 


DAVID B. FLUEGELMAN, C.L.U. 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


342 Madison Ave., N. Y. 17, N. Y. MU 7.5035 
All Facilities for Brokers and Surplus Writers 








THE JOHN STREET AGENCY 


C. W. SABIN, Manager 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


90 JOHN STREET NEW YORK 38, N. Y. 
WOrth 4-6060 


KREBS & McWILLIAMS 
General Agents 
AETNA LIFE INSURANCE COMPANY 


Aetna Bldg., Corner William & Fulton 
151 William Street, New York 38 
REctor 2-7900 


THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


225 Broadway, New York 7, N. Y. BArelay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 
Maurice Ziff, V. Pres. 











GEORGE B. BYRNES 


Agency 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


New York 22, N. Y. 
PLaza 1-4200 


400 Park Ave. 








JAMES F. MacGRATH, JR. 


General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38, N. Y. 
HAnover 2-7865 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
of Philadelphia 


Arthur L., Sullivan, General Agent 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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AT DETROIT 


FROM THE 


NEW YORK 


GENERAL AGENTS & MANAGERS 





ARTHUR H. BIKOFF 


General Agent 
AETNA LIFE INSURANCE COMPANY 
The Fifth Avenue Agency 


9 Rockefeller Plaza New York 20, N. Y. 
COlumbus 5-1352 











ESTABLISHED 1892 


WW. L. Perrin & Son, Ine. 


Life and Non-Can 
: Par and Non Par 
75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 
“A Friendly Office” 








DONALD L. SHEPHERD, C.L.U. 
General Agent 
EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


Suite 307-10, 55 Liberty Street New York 5, N. Y. 
BArclay 7-4800 








of 


102 Maiden Lane, N. Y. 5 


THE FRASER AGENCY 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


1440 Broadway N. Y. 18 Suite 600, 800 Second Ave. at 42nd St., New York 


WHitehall 4-0300 OXford 7-2121 


M. L. CAMPS 


General Agent 


hn Banecee 4 
cw 


MUTUALS LIFE INSURANCE COMPAiIY 








THE KEANE AGENCY 


Organized Service 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 
MUrray Hill 2-7979 37 West 43rd St., N.Y.C. 


DONALD C. KEANE, E. LLOYD MALLON and 
ROBERT I. CURRAN, JR. 








Bill Ranni 
Charlie McKeone 


551 Sth Ave., 36th Floor 


JAMES A. RANNI ORGANIZATION 


General Agent 


MANHATTAN LIFE INSURANCE CO. 


MUrray Hill 7-8750 


Al Cohen THE UNITED STATES LIFE 
Bill Mearns INSURANCE CO. 
New York 17, N. Y. 119 West 57th Street Clrele 6-2736 


OTTO M. SHERMAN, L.L.B. 
FRANK T. CROHN, C.L.U. 


General Agents 


CONSTITUTION AGENCY, INC. 


New York 19, N. Y. 








SAM P. DAVIS 


Manager 
PHOENIX MUTUAL LIFE INS. CO. 
60 East 42nd St., N. Y. MUrray Hill 2-6042 


Leading Company Brokerage Agency 
for over a decade 


George Baronian A. L. Dixon 
Office Manager Brokerage Secretary 








233 BROADWAY 


ROSWELL W. CORWIN, C.L.U. 


General Agent 


NEY? ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


BEekman 3-6620 


45 John Street 


ARNOLD SIEGEL AGENCY 


UNION MUTUAL LIFE INSURANCE 
COMPANY 


Arnold Siegel, Manager 


New York City 























441 Lexington Ave. 
New York City 


NEW YORK 7, N. Y. James G. Murphy, Supervisor 
WOrth 4-2733 
_ A. J. JOUANNSEN MICHAEL J. DENDA 
g and ASSOCIATES Resident Vice President 
NORTHWESTERN : 
MUTUAL LIFE UNION MUTUAL LIFE INSURANCE 
INSURANCE COMPANY 
COMPANY 
521 5th AVENUE NEW YORK 17, N. Y. 
72 Hempstead Ave. MUrray Hill 7-2355 
Hempstead, N. Y. Life. Group, Non-Cancellable, Sickness and Accident 


THE MACCABEES 


Metropolitan Agency 


60 EAST 42nd St. NEW YORK CITY 
MU 2-1630 








JOHN M. DEMAREST 


General Agent 


MANHATTAN LIFE INSURANCE CO. 


Complete Brokerage Coverage 


BOwling Green 9-557 


107 William St. New York 38, N. Y. 








Broadway Branch 
225 Broadway 
REctor 2-6630 





CONNECTICUT GENERAL LIFE 
INSURANCE CO. OF HARTFORD 





INSURANCE 
y. Ys COMPANY 
4lst Street Branch 
18 E. 4st St. ARTHUR V. YOUNGMAN 
MU 3-9717 General Agent 








135 Broadway, New York City REctor 2-8666 


THE MUTUAL 
BENEFIT LIFE 














RAYMOND F. THORNE, C.L.U. 


Genera! Agent 
Over 100 Years of Security and Service 


BERKSHIRE LIFE INSURANCE CO. 


225 BROADWAY, N. Y. 7, N. Y. 
BArclay 7-3836 
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Hits Group. Bank-Loan, Volume Abuses 


(CONTINUED FROM PAGE 13) 





have made a mockery of our great 
business. 

In my opinion, you can’t legis- 
late morals. Only decent men are 
moral. Only technically competent 
men will ever be interested in the 
bank-loan plan, and only techni- 
cally competent men who are also 
morally decent will practice it 
with honor. If service to your pol- 
icyholder and the public is your 
motive, the bank-loan plan will 
never harm anyone; if selfishness 
and avarice are your way of life, 
like any other good tool, it is a 
menace in the hands of a burglar. 


And now I tread where the ice 
is exceedingly thin. In the last 12 
months the morale in the field has 
deteriorated perceptibly. Agent 
has become pitted against agent, 
company has been arrayed against 
company, and the spirit of camar- 
aderie between and among the 
agents of various companies has 
suffered a serious setback. Its cause 
has been a certain rather ruthless 
marketing aggressiveness which 
would seem to be a symptom of a 
current insidious disease which 
someone has named volumitis. 

The worst thing that could hap- 





at us.” 


ance in force. 








WELCOME TO MICHIGAN 
N. A. L. U.! 


While you're here—drop out to see what we consider to be a 
beautiful new Home Office Building and meet our staff. 


The Great Seal of the State of Michigan proclaims: ‘If you seek 
a beautiful peninsula—look about you." We presume to add: “‘If 
you seek a sound, aggressive insurance firm—look about you— 


We're not the largest insurance company in the Midwest, but 
we're mighty proud of having more than $250,000,000 of insur- 


We don't have the largest staff, but our record of service has 


placed us among the important industries of this area. 


And, as the oldest old-line legal reserve stock life company in 
the State, we extend to you a welcome. We're glad you're here. 


MICHIGAN LIFE 


INSURANCE COMPANY 
ROYAL OAK, MICHIGAN 


Providing security the helpful, human American way is our business. 














ORLANDO 


LARGE EASTERN MUTUAL LIFE INSURANCE COMPANY 


HAS DISTRICT MANAGER 


OPENING AT ORLANDO, 


FLORIDA, FOR THE MAN WITH LIFE INSURANCE SALES 

AND MANAGERIAL EXPERIENCE. IF INTERESTED, SEND 

RESUME OF PAST ACCOMPLISHMENTS TO BOX 547, 
JACKSONVILLE, FLORIDA. 





pen to us would be to lose the mor- 
al grounds and ethical standards 
which we have laboriously and 
painfully gained through the past 
40 years. It would be a tragedy if 
our marketing methods should 
cause us to slip back into the prac- 
tices from which we had some 
reason to hope we had long since 
delivered ourselves. 

It has been often demonstrated 
that the veneer of civilization is 
exceedingly thin. Ruthless aggres- 
siveness is invariably and inevita- 
bly met by retaliation and retalia- 
tion leads to open warfare. Our 
business is unique in that it con- 
sists of dedicated service to the 
public and nothing more. Of 
course, we want to continually ex- 
pand our sphere of usefulness. 
That is contained in the very law 
of growth. But it isn’t important 
to anyone what company is the 
largest—it is only important that 
our service is competent, honest, 
and of good report. 


Inflation Is Threat 


3ut, on the whole, the outlook 
for our industry is good. A rapidly 
increasing population, an expand- 
ing economy, together with the al- 
most universal acceptance of life 
insurance as the backbone of every 
man’s financial plan of life, give 
our business a potential almost be- 
yond our comprehension. 

The frightening and numbing 
consideration which casts a cloud 
over an exceedingly impressive 
statistical picture is the lurking 
specter of inflation. Inflation is the 
ugly offspring conceived of unre- 
alistic commitments and born of 
deficit spending—on the national, 
state, and personal levels. I regard 
it as the greatest threat to our 
economy. 

But our loose fiscal philosophy 
is of our own making. It isn’t 
something we inherited from our 
fathers. If we are not resourceful 
enough to put our house in order, 
do we deserve anything better 
than the logical consequences of 
our own financial stupidity? We 
commend the Insurance Institute 
for its aggressive and forthright 
campaign to bring the dangers of 
inflation to the attention of 
the American people. 

Unless we are fools, the future 
still should be bright. Not only 
bright for our industry, but the 
opportunity is almost unlimited 
for the service which NALU is 
equipped to render. 

Our membership is at an all- 
time high. As of today, it is about 
70,000. Our financial resources 
have correspondingly increased. 
Our capacity and know-how are 
sharpened by experience, and our 
character, experience, dedication, 
and alertness to the problems of 
every underwriter. 

Our membership processing 
problem has at long last been 
solved, and we are now equipped 
to handle the processing operation 
as rapidly as your reports are re- 
ceived. 

LUTC, our youngest and lusti- 
est offspring, is 10: years old. Its 


services have as universal accept- 
ance as any collateral activity of 
the parent organization. Although 
the two organizations are now sep. 
arate corporate entities, the fact 
remains that we are as necessary 
to each other as Siamese twins, 
Any surgical operation effecting 
functional separation would be fa- 
tal to both. 


14,931 NQA Qualifiers 


The national quality award, 
though not fully appreciated by all 
individuals, is, nevertheless, en- 
thusiastically supported by most 
of our companies. It is the hall- 
mark of continuous, efficient ser- 
vice, and the multi-million dollar 
producer seems to be as proud of 
the NOA designation as the rel- 
atively smaller operator. It would 
appear that popular demand has 
made it a permanent part of our 
service. This year there were 14- 
931 qualifiers. 

“Life Association News” is in- 
creasingly receiving the approba- 
tion of our members. In fact, it is 
being widely read and quoted out- 
side the industry. We would like 
your comments and contributions. 
It’s your magazine. It is the ambi- 
tion of your editors to make it the 
biggest and the best trade maga- 
zine in the country. Recently LAN 
was awarded a special citation for 
“distinguished industrial journal- 
ism,” by the Mid-Atlantic Assn. of 
Industrial Editors. The citation 
was awarded at a meeting held at 
the National Press Club on June 
26. Mr. Marvin Kobel and Mr. 
Stanley Stone were on hand to ac- 
cept the award for LAN. 

In the area of field service, the 
proof of the pudding is in the eat- 
ing. We are now prepared to fur- 
nish almost any grass roots aids 
that the field could reasonably de- 
mand. And those of you who have 
had the privilege of working with 
Mrs. Ann Bickerton, our director 
of field service, at the local level 
will not be surprised to learn that 
several other national organiza- 
tions would like to take her away 
from us. 


Fuel For Public Relations 


In the field of public relations, 
we have recently introduced a 
number of field-tested helps in lo- 
cal public relations problems. Lo- 
cal presidents have received, or 
will have on their return home, 
10 dummy news releases on the 
activities of the national, state, and 
local associations. Also, we have 
produced a series of six 5-minute 
scripts for radio and TV, plus 30 
short radio and TV spot announce- 
ments all ready to take to your 
local studios for use at a moment’s 
notice. 

During the year the first inter- 
American conference was held at 
San Juan, Puerto Rico. Mrs. Bick- 
erton was asked by the committee 
to help set up the conference. 
LUTC was represented by its 
nresident and managing director. 
Many of our related industry of- 
ganizations were also represented 


and several participated in the 
(CONTINUED ON PAGE 44) 
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Scientific Management Gains In Importance 


(CONTINUED FROM PAGE 8) 





Pontiac. We call him Lew, and if 
he sounds a little down in the 
mouth when you talk to him it is 
because he is downhearted because 
only one-fifth of his agents are 
oing to join Million Dollar Round 
Table this year. How about that? 
His is a combination agency, re- 
member, and these are agents col- 
lecting debits. 

This last point or item may help 
a little, too. You know, men in 
our positions are susceptible to an 
occupational disease that has at 
times very serious repercussions. 
Know what it is? How about high 
blood pressure? I’m not a big gam- 
bling man, but I’d bet that a third 
of this group right here is afflict- 
ed with it. I’d also bet that 75% 
of it is caused by the occupation 
or profession rather than anything 
physical or organically wrong. Let 
me tell you how I know. 


Told To Rest Up 


Before taking the managers 
study course I wanted to increase 
my program with one of those big 
policies you hear about. Much to 
my surprise, the first examiner 
told me to rest up a couple of weeks 
and come back and see him and 
maybe we could get a standard 





Buckley To Be Honored At 


New England Life Banquet 

New England Life will hold an 
informal reception and_ dinner 
Thursday night in Detroit Leland 
hotel. An attendance of 200 is ex- 
pected. 

Guest of honor will be L. Mor- 
timer Buckley, general agent at 
Dallas, who has been chairman of 
General Agents & Managers Con- 
ference for the past year. 

Hosts from the home office will 
be Lambert M. Huppeler, vice- 
president; Homer C. Chaney, 2nd 
vice-president in charge of agen- 
cies; C. Earle Armstrong, director 
of agencies, and Vernon L. Jewett, 
supervisor of conventions and 
agent financing. 


Model On NALU Proposal 


National Assn. of Life Under- 
writers’ campaign to have state 
qualifying examinations — before 
granting licenses to agents has 
caused 37 states, District of Colum- 
bia and Hawai to model such quali- 
fications after NALU’s proposed 
requirements. 


NALU Members Pledge 


National Assn. of Life Under- 
writers’ code of ethics adopted in 
its present form at the annual con- 
vention of 1936, pledges each mem- 
ber to render continuous service 
to clients and _ beneficiaries by 
keeping the clients’ needs always 
uppermost, respecting all confi- 
dences, presenting accurately, 
honestly and completely all facts 
essential to the clients’ decisions, 
and constantly striving to main- 
tain professional prestige. 








rate. Getting worried in a couple 
of days, I went to another of our 
examiners who also told me that 
he couldn’t pass me but would give 
me some phenobarbital. He was 
sure that would calm me down 
enough to pass. He said, too, that 
it was just my job. I politely 
thanked him by saying, “No dope 
for me, I’m dopey enough as it is!” 
Not content with two doctors’ 
examinations, I went to a third 
who gave me the same news and 
added he thought a good cure for 
my ailment would be for him to 
get me fired from my job. I plead- 
ed with him not even to whisper 
that word because my company 
has been looking for a reason for 
the last 10 or 15 years. I had got 
into a bad habit of eating and 
would be in a sad state of affairs 
if they took up his suggestion. 


Course Was Answer 


I then went to my own physi- 
cian who had been examining me 
for some years and finding nothing 
out of kilter. But this time, he 
found the high blood pressure. Af- 
ter every conceivable test, he, too, 
stated that he thought it was my 
work rather than anything else, 
and suggested less work and par- 
ticularly less worry. That last one 
is a dilly on our job, isn’t it? Don’t 
worry! No business, agent turn- 
over, and what have you, and he 
says, “Don’t worry!” However, 
the managers’ study course is the 
answer to that “don’t worry and 
frustration” which is a part of our 
work. After getting my district op- 
erating a little more scientifically, 


my blood pressure came down to 


mation that awaits you at the dis- 
play counter at GAMC. I’m not 
only pleading, I’m begging you to 
get on the bandwagon and help 
Lester Schriver and a lot of other 
great humanitarians. raise the level 
and prestige of industry. Oh no, 
don’t you let Jack or Harry do it; 
but you do it and get that great joy 
that comes from helping others! 


normal. If my district operation 
improves, as I know it will if I 
keep on using scientific manage- 
ment, I'll probably get worried 
over low blood pressure. 

Seriously though, that is a true 
story, and I’m more serious now 
than I’ve been in a long time to 
plead with you to get the infor- 
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General agents paid a substantial amount for recruiting and training. 
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The Protecting Hand 


This sculptured symbol was created to dramatically 
picture the role Woodmen Accident and Life Company 
insurance plays in supporting and protecting the family 
circle. Rewarding futures with this progressive pioneer 
in personal insurance are available in 26 states and 
Hawaii. For complete information, write L. J. Melby, 


E. J. Faulkner, President 
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Abuses In Group, Bank-Loan Plan, Policy 
Replacement Capture NALU Spotlight 


(CONTINUED FROM PAGE 3) 





lature twice in a row, the Califor- 
nia association expressed the con- 
viction that despite its objection- 
able features, federal action held 
the only hope of curbing jumbo 
group. 

Expresses Doubt 


R. Edwin Wood, Phoenix Mu- 
tual, San Francisco, a member of 
the committee, expressed doubt 
that the company associations 
could bind their members to re- 
frain frem opposing legislation 
that their members didn’t like. El- 
don Wallingford, assistant general 
counsel of Life Insurance Assn. of 
America, said there was no reason 
to leave anyone in the dark on this 
point—“We can’t bind an indivi- 
dual company any more than you 
can control an individual member 
of NALU.” 

Mr. Phillips expressed the same 
thought when he said he would 
not be surprised if some individual 
member of NALU—or a _ non- 
member were to get so fed up with 
the jumbo group situation as to 
call it to the attention of the com- 
mittee that will soon be holding 
hearings on the projected revision 
of the internal revenue code. 


Emmett G. Velthouse, North- 
western National Life, Pasadena, 


president of the California associa- 
tion, explained the latter’s posi- 
tion. He said it had not been 
adopted without a great deal of 
thought and discussion. He said 
they'd rather fight it through the 
state legislature than take it to 
Congress “but it seems to be a 
losing battle” in the legislature, 
trying to buck a coalition of Cali- 
fornia life companies and Califor- 
nia heavy industries. 

Mr. Wood conceded it would be 
a drastic step to go to Congress 
but emphasized that the federal in- 
come tax shelter was never intend- 
ed to apply to $200,000-per-life 
group coverage. 

Helping to prevent the Califor- 


nians’ contention from making 
more headway was a statement by 
David B. Fluegelman, general 
agent of Connecticut Mutual at 
New York and first chairman of 
the group committee, who is past 
president of NALU. He said that 
despite his long opposition to jum- 
bo group he was reluctant to go to 
Congress because a bill dropped 
in the hopper might come out very 
different. 

Spencer L. McCarty, Provident 
Mutual, Albany, executive secre- 
tary of the New York state associa- 
tion, said going to Congress 
might be opening a Pandora’s box 
—Congress might not stick to this 
one item of life insurance legisla- 
ion. 


Might Be Embarrassing 


Harold Regenstein, Massachu- 
setts Mutual, New York City, 
mentioned the danger that some 
life insurance man, on his own, 
might go to Congress and the re- 
sult might cause great embarrass- 
ment to the industry. 

“We should get together in the 
interest of the public,” he said, 
adding that it is important enough 
not to let the big corporations 
force life companies to give them 
their way regardless of the effect 
on the public or the life insurance 
industry. 

. . e 

Voicing a plea to the group- 
writing companies, Mr. Velthouse 
said: “What in the name of com- 
mon sense are you trying to do? 
You know that your prime assets 
are not your home offices or even 
your executive staffs, but your 
agency force. If you have 500 
agents and five write group, don’t 
you owe any loyalty to the 495?” 

President Holgar J. Johnson of 
Institute of Life Insurance said he 
thought “you have some justifica- 
tion for feeling there has been 
some stalling’ prior to the ap- 
pointment of the present “high- 








A trio of NALU wheelhorses who arrived early in Detroit for board 


meetings are, left to right, Robert L. Walker, Peninsular Life, Orlando, 
Fla; Jack White, Prudential, Los Angeles, NALU trustee, and David 
B. Fluegelman, Connecticut Mutual Life, New York. Mr. Walker and 
Mr. Fluegelman are both past presidents of NALU. 


Bank-Loan Backers Launch New Unit 


Those attend- 
ing the NALU 
convention at 
Detroit were the 
first to get the 
news of the for- 
mation of Asso- 
ciation of Ad- 
vanced Life Un- 
derwriters, _ or- 
ganized at De- 
troit on Saturday 
and Sunday. 
Founding of this 
new association 
is the outgrowth 
of efforts to save 
the bank-loan 
plan from losing 
its tax deduct- 
ibility feature. In 
recent months, 


during its formative stage, ( 
was tentatively identified as American Council of Life Underwriters, of 





y; 


which J. Milton Edelstein (at right above), Connecticut Mutual Life, 


Chicago, was national chairman. 


With the formal organization of 


AALU, Robert C. Preble Jr. (above left) , National Life of Vermont, 


Chicago, was elected president. 


Other officers are Merril P. Arden, Connecticut Mutual, New York 
City, and James Stoessel, National Life of Vermont, Los Angeles, vice- 
presidents; Harold Franklin, Canada Life, Cleveland, secretary, and 


William J. Robinson, independent, 


Wilmington, Del., treasurer. 





level” company committee to con- 
fer with NALU on group prob- 
lems, because there were violent 
differences of opinion. 

But now NALU has an entirely 
different kind of company group 
to work with—top level—working 
honestly and seriously to find a 
solution to what is a very serious 
intra-industry public _ relations 
problem. He said that to lay down 
an ultimatum demanding certain 
results by a certain time would be 
an error. He urged his listeners 
to “go along for another year” 
even though over the years there 
would appear to have been some 
stalling tactics. 

a e * 

There was warm commendation 
for Continental Assurance in com- 
ing out publicly in favor of the 
20/40 limit. The printed report 
was amended to include this com- 
mendation. 

At the federal law and legisla- 
tion committee the absence of its 
former chairman, Gerard S. Brown, 
Penn Mutual, Chicago, implacable 
foe of the bank-loan plan, took a 


good deal of zip out of the pro- 
ceedings. The committee voted to 


remove the following passage from 
the printed report distributed 
ahead of the convention to national 
council members: “Now, as we see 
it, the association’s present posi- 
tion (on the bank-loan plan) is 


about as follows: 


“We are opposed to the sale and 


purchase of life insurance and an- 


nuities on the bank-loan plan as not 


being in the long-range best inter- 


ests of either the great body of 
American policyholders generally 
or the life insurance business it- 
self. 

“However, we are also opposed 
to either (1) initiating federal tax 
legislation designed to place fur- 
ther restrictions on the use of the 


plan or (2) even submitting lan- 
guage for any such legislation at 
the request of Congress or, pre- 
sumably, any other government 
agency or Official.” 


The committee voted that any 
further activity bearing on the as- 
sociation’s policy concerning the 
bank-loan plan should be in the 
province of field practices com- 
mittee or some other non-legisla- 
tive committee, except that if there 
should be any further attempt at 
legislation adversely affecting the 
tax status of policy loan interest 
the federal law and _ legislation 
committee should oppose it. 

The committee is headed by 
John Z. Schneider, Connecticut 
General, Baltimore. 

Adopt Resolution 


The resolution adopted by the 
field practices committee  con- 
demning replacements was _ char- 
acterized by one observer as “a 
resolution against sin.” It reads: 

“Whereas the code of ethics of 
The National Assn. of Life Under- 
writers contains in part— 

“1. To present accurately, hon- 
estly, and completely every fact 
essential to my client. 

“2. To keep the needs of my 
client always uppermost. 

“3. To rigidly adhere to the ob- 
servance of the highest standards 
of business and professional con- 
duct. 

“4. To conduct my business on 
such a high plane that others 
emulating my example may help 
the standards of our vocation. 

“5. To keep myself informed 
with respect to insurance laws and 
regulations and to observe them in 
both letter and spirit ; and ; 

“Whereas new policies are being 
made available to the public which 
on first sight have great sales ap- 

(CONTINUED ON PAGE 42) 
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NALU Ponders $2,000 
Appropriation For 
Compensation Study 


The NALU board of trustees has 
under consideration a $2,000 ap- 
propriation —_for 
research into 
trends tending to 
reduce agents 
commission earn- 
ings, it was dis- 
closed at the 
meeting of the 
compensa- 
tion committee, 
headed by Ben- 
jamin D. Salin- 
Mutual 





ger, B. D. Salinger 
Benefit Life, 
New York City. 

Frederic M. Peirce, managing 
director of LIAMA, said _ that 
LIAMA would do the technical 


work involved. 

It was brought out that Thomas 
Luck of American College will soon 
publish a book on agents compensa- 


NALU Membership 
Is Now 70,408 


Membership of NALU stands 
at the record figure of 70,408, 
membership chairman William 
S. Hendley Jr., Mutual of New 
York, Columbia, S.C., reported 
at the meeting of the NALU 
national council Tuesday. 

This is an increase of about 5,- 
000 over the total a year ago. 














tion which it is believed will con- 
tain valuable material that could be 
incorporated in the survey. 

It was estimated that the survey 
will take from three to five years. 
Several members wondered why it 


would take so long. Mr. Salinger 


pointed out that the survey must 
cover every type of agent, whether 
a big producer, an average agent, or 
a marginal salesman. 

Discussing the lack of compensa- 
tion for servicing orphan policy- 
holders, Mr. Salinger said the 
amount of such business is very 
large, and has become such a large 
proportion of business in force that 
failure to pay for their servicing 
constitutes a defect in the compen- 
sation system. The New York de- 
partment has taken a_ position 
against compensation being paid in 
these cases but the department 
seems to overlook the fact that life 
insurance is the one commodity 
that has not gone up in price, even 
though everything else has. It is 
inconsistent to contend that the 
cost of everything but life insur- 
ance can go up, he said. 





Representing U. S. Life 

John Weaver, executive vice- 
president of United States Life; 
Walter R. Zerbst, superintendent 
of agencies in the eastern division, 
and Ronald C. Ade, assistant su- 
perintendent of agencies in the 
midwestern division, are represent- 
ing the home office at the conven- 
tion. 





From Bankers National 
William F. Good, vice-president 
—agency operations, and Pasquale 





Sees Rise In Individual Sales 


(COnwTINVEND FROM PAGE 7) 





terially. Premium differentials by 
sex will probably become wide- 
spread. 

3. The trend to more 
underwriting will continue, 
ther expanding the market. 

4. There will be further devel- 
opment of premium gradation by 
size of policy and it is reasonable 
to assume that eventually most 
companies may have premium 
rates for all plans graded down- 
ward for additional thousands. 

5. To prevent discrepancy be- 
tween large and small policy cost, 
small policies may be simplified 
in terms of extra services. 

6. There will be a further de- 
velopment of special uses of life 
Insurance and special ways of mar- 
keting. 

7. Monthly payment of premi- 
ums will probably increase. 

8. Mass coverages through 
group plans will continue to in- 
crease, but the market for indivi- 
dual policies will continue to in- 
crease at the same time. 

_ 9. These mass coverages will 
likely increase benefits, such as 
earlier vesting, post-retirement 
coverage. 

10. There will be an increase in 
the pension business written by 


liberal 
fur- 


_ life companies, especially when 


current tax problems are over- 


come. 

11. Formation of new life com- 
panies has slowed down, reflecting 
state action towards stricter or- 
ganization laws. 

12. Benefit payments to policy- 
holders and_ beneficiaries have 
been increasing to record levels 
and a large increase will be seen 
ahead, as recent new policies age. 
This will make the public increas- 
ingly aware of the benefits from 
life insurance ownership. 

13. Automation will not reduce 
the number of life insurance per- 
sonnel. The number will grow to 
new records as the business con- 
tinues to expand. 

14. The shift from general agen- 
cy to branch management basis 
in the field is an apparent trend. 

15. Increased selection and 
training of new agents will be seen. 

“Keep in mind that life compa- 
nies issue the kind of policy that 
is wanted by the field force for 
competitive purposes, but also the 
kind that meets public desire,” Mr. 
Johnson said. “We must remember 
that although we can in a measure 
guide public desire, in the long 
run the public will buy what they 
want and thinks meets their 
needs.” 





Relaxing after 
a busy NALU 
board session on 
Saturday are 
trustees Howard 
Krick, left, Penn 
Mutual, New 
Haven, and John 
C. Donohue, 
Penn Mutual, 
Baltimore. Mr. 
Donohue was 
saluted for his 
fine work as 
NALU conven- 
tion chairman. 





A. Quarto, vice-president-agency 
supervision, are representing the 
Bankers National Life home office 
at the convention. 





From Fla. Department 
Commissioner Larson and Dep- 
uty Commissioner Faircloth of the 
Florida department are attending 
the NALU meeting and were 
guests at the Florida delegation’s 
reception for R. B. “Tilly” Walker, 
candidate for NALU trustee. 





Occidental Of Cal. Host 

William B. Stannard, vice-pres- 
ident in charge of agencies, is host 
of the Occidental Life of California 
dinner Thursday night in Veterans 
Memorial building. 


WQMRDT Takes New 
Name: To Be Women’s 
Leaders Round Table 


Women’s Quarter Million Dol- 
lar Round Table of National Assn. 
of Life Underwriters at its meet- 
ing in Detroit voted to change its 
name to Women’s Leaders Round 
Table. 

There had been a great deal of 
spirited discussion about the pro- 
posed change but when the time 
for voting approached it went 
through almost as a routine matter. 

Main objection to the WOMDRT 
name was that it seemed to set an 
unduly modest production require- 
ment for qualification. 








lar Company! 


200 East 7Oth Street 





GROW WITH U 





$876,207,441 


Increase of insurance-in-force is a reliable method of 
measuring the growth of a Company. The outstanding de- 
velopment of The Union Labor Life Insurance Company 
in the last decade was achieved by industrious men selling 
a first class product to a select market. 


ULLICO is on the threshold of becoming a billion dol- 


If you want to share in this growth and enjoy a career 
with a Company that is going places, contact: 
AGENCY MANAGER 


The UNION LABOR 
LIFE INSURANCE COMPANY 


EDMUND P. TOBIN, President 


New York 21, N. Y. 
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Campbell Explains Electronic Equipment 


(CONTINUED FROM PAGE 4) 





velopments which are combined 
in these machines: 

The “memory device in which 
permanent information can be 
stored. This is usually in the form 
of a magnetic core. 

e The “communication” device in 
the form of a magnetic tape on 
which information can be mechan- 
ically codified and fed into the sys- 
tem and transferred out. One lin- 
eal inch of tape holds 200 figures 
or characters. A 1,500-foot reel of 
tape will store complete data for 
6,000 policies, including informa- 
tion on dividends, policy loans, 
prepaid premiums, cash surrender 
values and reserves. One compa- 
ny presently having 7 million 
punched cards to carry its policy 
records has estimated that the 
same data can be carried on 200 
reels of tape. The speed at which 
the data on the magnetic tape is 
transferred into the computer is 
20,000 figures or characters per 
second. 

¢ The “calculation” device in the 
form of the computer which, com- 
bining the information on the tape 
with that on the memory, does all 
the required adding, subtracting, 
multiplying, dividing, comparing 
and selecting. All this is done at 
tremendous speed. Machines are 
available which will perform the 
additions and subtractions at the 
rate of 5,000 per second, multipli- 
cations at the rate of over 500 per 
second, and divisions at over half 
that rate. As an illustration, a mul- 
tiplication problem which on a 
desk calculator would take over 
half a minute, can be done by these 
machines in 1/500 of a second. 

@ The “translation” device in the 
form of the high speed printer 
which converts the information on 
the magnetic tape to visible form, 
translating magnetic spots on the 
tapes into figures or letters at the 
rate of 600 full page lines or more 
per minute. An ordinary half-hour 
speech would be produced in less 
than half a minute. 


Humans Still Supreme 


You may feel that the fabulous 
stories you have heard about these 


“great brains” are true and that 
they will replace the human mind. 
They are infinitely inferior in some 
respects and greatly superior in 
others. The mechanical automatic 
working of the computer and the 
creative, artistic, sensitive, unpre- 
dictable working of the individu- 
al’s brain are not to be compared. 
These machines have to be told ev- 
ery last thing to do and at every 
step how to do it. But having been 
properly instructed or “pro- 
gramed,” as the technical language 
expresses it, they are virtually er- 
ror free and in this respect superior 
to the human mind. Further, these 
large computers will follow thou- 
sands of instructions in one pass 
of the data through the machine. 
This in itself differentiates them 
from the earlier types of machines 
where data had to be passed from 
one machine to another or several 
times through the same machine 
for even a very simple process. 
These electronic marvels will blink 
and hum in insurance offices as 
they carry through their work but 
the human factor remains supreme. 


Costs To Distribute 


What practical effects may we 
expect from these machines and 
particularly from the point of view 
of the life insurance salesman? In 
industry today it costs as much or 
more to distribute goods as it takes 
to make them. The reverse was the 
case before the introduction of the 
assembly line. Now industry is en- 
deavoring by automation to re- 
duce the cost of distribution and 
to simplify administration. In our 
business a large proportion of our 
costs are for the process of distrib- 
ution whether it be in head office, 
in the field offices or in our selling 
costs. If we too can simplify our 
administration through automa- 
tion, we may rightly expect to re- 
duce our costs. 

Organization should become less 
complex because of the centralized 
location of work otherwise spread 
out over various departments. 
More and faster information should 





te the 1957 NALU Convention, 





As we begin our 55th year of service, we 
salute your fine record and wish for you 
a most successful Annual Meeting. 
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be provided for field service to 
policyholders and also for field 
staff in matters of personal im- 
portance to them. . 

More timely and complete in- 
formation will be provided for 
management. The laborious busi- 
ness of preparing an annual com- 
pany balance sheet can give place 
to automatic preparation of a 
monthly one. With the greater 
knowledge this provides, forecasts 
of a company’s future operation 
will become readily available. 


Emphasize Reduction 


As is natural in a change of this 
nature, emphasis in the first in- 
stance is laid in the reduction in 
administrative burdens. These ma- 
chines should become a great me- 
dium for research. All phases of 
underwriting should be more up 
to date because of the reduction 
in time required for study of im- 
pairments and the effects of im- 
provement in medical and surgical 
techniques. Then in the field of 
new methods of premium collect- 
ing much may be accomplished. 
There are other areas such as in- 
vestment and mortgage account- 
ing, payroll preparation and policy 
writing where significant if not 
spectacular results will be achieved. 
It would not be too rash to predict 
that a decade from now there will 
be few fields of office operation 
where use is not being made of 
the facilities offered by the elec- 
tronic computer. 


We must look, too, at the charges 
which automation will have on our 
insurance market. Authoritative 
reports establish that only one per- 
son in five in the United States 
now works at a factory bench. 
Since last year those employed in 
actual industrial production, in 
mining and farming have been out- 
numbered for the first time by 
those in selling, administering, fi- 
nancing and _ providing various 
kinds of services. This is but an 
idea of the implications that auto- 
mation may have in store for us. 

About all the new jobs created 
in the United States in the last 10 
years have been outside the phys- 
ically productive industries. In the 
last decade there was an increase 
of about 50% in factory output, 
with an increase of only 2% in fac- 
tory workers. On the other hand, 
sales and office staffs in industry 
have risen by over 50%, govern- 
ment workers by 31%, workers in 
retail and wholesale trade by 219%, 
in finance, insurance and real es- 
tate by 38%. This in itself may 
give greater stability to our econ- 
omy. 


Give Price Stability 


The record of wholesale prices 
for over a century is that in peace- 
time the cost-reducing effects of 
improving technology gave stabil- 
ity to the general level of commod- 
ity prices. May we hope that only 
technological developments in in- 
dustry but the wide field of the 
application of automation to busi- 
ness in general will aid in the 


Equitable Fetes 
Fitzhugh Traylor 


Equitable Society held a_ recep. 
tion Wednesday night in honor of 
Fitzhugh Traylor, manager at In- 
dianapolis since 1943, who has 
just concluded a l-year term ag 
president of American Society. 

Home office executives at the 
reception included Robert L. Hogg, 
vice-chairman; Joseph L. Bessley 
and Melville P. Dickenson, senior 
vice-presidents; Samuel A. Bur- 
gess, agency vice-president; Clar- 
ence B. Metzger, vice-president; 
Gordon K. Smith, secretary; De- 
sereaux D. Edmunds and Charles 
R. Corcoran, 2nd vice-presidents; 
Miss Ann Renzland, sales re- 
search associate; Miss Margaret 
Carlsen, director of CLU activi- 
ties; Robert Brownell, manage- 
ment consultant, and John L. Bid- 
inger, senior instructor. 





prevention of inflation in the fu- 
ture. Such a result would be much 
welcomed in our business. 

We in the life insurance business 
are watching very carefully the 
uses to which computers are being 
put by other industries. One large 
manufacturing company in_ the 
United States has a rather inter- 
esting application. This company 
has plants and divisions spread 
throughout a wide area ot the 
United States. It is performing 
most of its data processing at a 
company-owned data processing 
center located centrally in relation 
to the company’s plants and divi- 
sions. Obviously a data processing 
system of this type would prove 
practicable only if the original data 
were transmitted to the service 
center and the results transmitted 
to the interested parties at con- 
siderable speed. To ensure high 
speed of transmission a_ leased 
communications network involving 
thousands of miles of wire circuits 
was set up connecting the data 
processing center to all company 
installations through relay centers. 
Standard punched paper tape 1s 
the communications medium. Ini- 
tially this paper tape is being con- 
verted at a _ service center to 
punched cards and the punched 
cards in turn converted to mag- 
netic tape. A machine is now on 
the market which will convert di- 
rectly from paper tape to magnet- 
ic tape. What value this type ot 
communication may have for in- 
surance companies has yet to be 
explored. 

Surveying what has been 
achieved through automation, one 
wonders how far it is possible to 
envisage the limits of its potential. 
Automation will spread and so will 
its influence in our business and 
private lives. We can easily visu- 
alize the disappearance of many 
dull repetitive tasks with their mo- 
notony and drudgery and _ the 
growth of jobs which are more 
challenging, more interesting and 
require more highly-trained work- 
ers. It, too, should bring new prod- 
ucts, an increase in productivity 
and a higher standard of living. 
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Nussbaum Hits Over-Use Of Group And Term Coverage 
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which we can all be justly proud. 
| could find a sound reason to 
name each individual at head- 
quarters, but, unfortunately, time 
does not permit. 

We are proud of the fine work 
the GAMC has done this past 
year. Don Baker, executive direc- 
tor of the GAMC, is the spirit of 
cooperation. Much progress is be- 
ing made in this area. 

I have traveled, in round num- 
bers, about 75,000 miles, visiting 
as many associations as I possibly 
could. 


In addition to addressing life 
underwriter associations, I tried 
to meet with as many boards of 
directors as I possibly could. I had 
quite a number of TV appearances 
as well as radio interviews. The 
press was very kind to me and I 
was fortunate in being able to get 
some very fine publicity for our 
entire industry. 

I know that some in this audi- 
ence will not agree with some 
things that I am about to say. For 
that reason, I want it clearly un- 
derstood that I merely call the 
shots as I see them. 

Business is on the upgrade and 
all indications point to a continu- 
ation of our present rising market. 
There are, however, many disturb- 
ing factors which must be dealt 
with immediately. 


Living Values 


The first has to do with the ma- 
jor concept that created the great 
growth of life insurance and that, 
of course, is the living values and 
benefits of life insurance. The de- 
pression of the early ’30s raised 
the prestige of life insurance to its 
present height because of its con- 
cept of living values. 

[ insist that not enough stress is 
being put on the living values of 
life insurance. If life insurance is 
to continue to be the shock ab- 
sorber of our American economy, 
then much more emphasis must be 
placed on living values. 

Kenneth W. Perry, 2nd_ vice- 
president of Massachusetts Mutu- 
al Life, expressed it well when he 
said: “The hopeful philosophy 
that good times are here to stay 
has caused too many people to 
forget the importance of life in- 
surance cash values for opportuni- 
ty and emergency funds. Individ- 
ual businesses and people will 
continue to have their own private 
depressions and emergencies re- 
gardless of general economic con- 
ditions and periods of prosperity.” 
He warned against too much em- 
phasis on term, term riders, de- 
creasing term, bank-loan, and min- 
imum deposit plans. He advocated 
a middle ground between protec- 
tion and savings and called for 
more attention to the value of life 
insurance as savings. 

In 1954, the amount of perma- 
rent life insurance in force was 
$201,600,000,000. The amount of 
term insurance totaled $114,800.- 


000,000—and, in addition, $10,- 
200,000,000 of credit life insurance. 
Add to this $86,395,000,000 of 
group insurance and you will find 
that more than 50% of the life in- 
surance in force has no living val- 
ues. 


As of the present, this figure 
probably will be closer to 55%. 

In 1956, the total death benefits 
paid amounted to $24 _ billion. 
During the same year, the living 
benefits paid amounted to $3.46 
billion—almost 50% more. The 
average span of life is about 70, 
and at age 65 the life expectancy 
of a male is to age 79. What does 
all this mean? 


Agents Not Doing Job 


It means that we, as salesmen, 
as good life underwriters, are not 
doing the job we should be. We 
are taking the easy way out by 
selling term insurance when per- 
manent living-value life insurance 
should be sold. If we are going to 
be professional in our dealings 
with our clients, then let us be 
realistic and fight for what we 
know is right—and in the best in- 
terests of the public we serve. 

A man age 35 can own $100,000 
of 20-year term insurance for an 
average of about $800 a year. lf 
most men died before age 55, then 
the life insurance companies 
would either have to charge more 
money or go out of business en- 
tirely. 

It might take a little more ef- 
fort. It might take a little more 
time to do the job. But it is about 
time we got back to sound think- 
ing—selling life insurance as it 
should be sold, as savings as well 
as a protection. 


There is another very sound rea- 
son why we must do our utmost 
to get people to understand the 
value of living benefits. Money 
saved in life insurance is a definite 
and anti-inflationary measure. We 
are selling money to be delivered 
at some indefinite future time. For 
that reason it behooves us not only 
as good life insurance men, but 
also as good citizens, to do all 
within our power to see that the 
money we sell is sound money 
with a maximum value of purchas- 
ing power. 

We are deeply indebted to the 
Tnstitute of Life Insurance for its 
anti-inflation advertising program 
this past year. 


Two Items Of Concern 


You are all aware that early this 
year the Mills subcommittee gave 
consideration to two items of 
ereat concern to the life insurance 
industry. 

One has to do with the premi- 
“m payment test. The other, with 
the so-called bank-loan plan. 
The probability is that the premi- 
um payment test will not be dis- 
turbed for the time being. The 


committee decided to do nothing 
about the bank-loan plan. 

I am not going to discuss the 
merits or the demerits of the plan, 
but I must state, emphatically 
that for many years NALU has 
taken a stand opposed to the bank- 
loan plan. The purpose of the 
Mills subcommittee’s investiga- 
tion had to do with the probability 
of disallowing as an income tax 
deduction the interest paid on 
money borrowed to finance life in- 
surance premiums. 


When we were asked to appear 
before the Mills subcommittee, it 
was normal to send Gerry Brown, 
who had been chairman of the 
federal law and legislation com- 
mittee for four years, to represent 
the NALU. 

He repeated to the committees 
the NALU stand, which, as I have 
said before, was as being opposed 
to the bank-loan plan. 

In order to be consistent, our 
representation before the Mills 
subcommittee had to be in oppo- 
sition to the plan. 


Over 100 Calls 


As soon as our statement to the 
committee was publicized, all hell 
broke loose. Between NAT.U 
headquarters and my own office, 
we must have had in excess of 100 


calls from all over the country, 
lasting from 20 minutes to an 
hour from proponents of the plan. 

Where were these people, who 
by the way are good members of 
ours, all of these years when we 
talked about being opposed to the 
bank-loan plan? Why weren't they 
fighting it out at the committee 
meetings, which are held for the 
purpose of making these impor- 
tant decisions? 

In order not to get too involved 
in the subject but rather to clear 
the air, let me just tell you this. 
Some of our members appeared in- 
dependently before the Mills sub- 
committee and gave their reasons 
why the bank-loan plan shovld 40% 
be disturbed. In any case, the final 
result was that nothing at the © 
present time is being done about 
the bank-loan plan. 


I believe the only reason it was 
decided not to disallow the inter- 
est as an income tax deduction on 
monies used to finance life insur- 
ance premiums was that it would 
be most difficult to administer 
such a rule without hurting inno- 
cent people making loans on their 
life insurance for many, many 
other purposes. 

I think it should also be clearlv 
stated that, because the ways and 
means committee did not take anv 
action it does not mean they are 
endorsing the bank-loan plan. 

At this point I give you my con- 
sidered judgment, and that is that 
the NALU should not oppose the 
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THE CROWN has just devised 

Two plans worth being advertised. 
Ordinary Life and term, of course 

Will suit your needs from every source. 


EXECUTIVE WHOLE LIFE is our non-par plan 
Especially arranged for your businessman. 
Level protection since you needn’t borrow 
And pile up interest for tomorrow. 


RENEWABLE TERM for one year or five 
Will make your cost-conscious client revive. 
If the need is here, but the money is not 
Our term should be your client’s lot. 


Executive 
Whole Life 
$15.07 
21.81 
33.25 


Age 30 
40 
50 


One Year 
Renewable Term Renewable Term 


Five Year 


$ 5.85 
8.19 
15.46 


$ 4.95 
6.46 
11.61 


New Jersey Life Associates, Inc. 
Raymond Commerce Building 
NEWARK 2, NEW JERSEY 
Phone: Mitchell 2-2083 


for Personal Service: 


MILTON J. STERNGOLD 


for Personal Service: 


MARK M. BYRON 


J. DICKSTEIN, C.L.U. 
President 


CROWN LIFE INSURANCE CO. 
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No Drastic Moves Yet On Group, Bank-Loan 
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peal but which are not in any 
sense a replacement factor for per- 
manent insurance in force; and 

“Whereas the practice of replac- 
ing existing permanent insurance 
with these policies has been wide- 
spread; and 

“Whereas this practice is not in 
the interest of the insurance buy- 
ing public and has affected the 
confidence of the insurance buying 
public in life underwriters; and 

“Whereas this practice is in con- 
flict with our code of ethics and 


principles and local insurance 
laws; and 
“Whereas this continued ‘re- 


placement’ practice may bring ser- 
ious criticism to our industry, 

“Be it therefore resolved that 
the necessary action be taken by 
The National Assn. of Life Under- 
writers through the life insurance 
companies and through local life 
underwriters associations and their 
memberships, to bring the con- 
tents of this resolution to their at- 
tention and to use every means at 
the disposal of The National Assn. 
of Life Underwriters to effect the 
discontinuance of these practices 
as put forth in the preamble ot 
this resolution.” 

William H. Pryor, Connecticut 
Mutual, Wauwatosa, Wis., is com- 
mittee chairman. 


Busy Week 


The week-long convention start- 
ed at 9 a.m. Saturday with the 
usual preliminary meeting of the 
NALU board of trustees, which 
ran through the day with only a 
break for lunch. An hour later the 
American Society of CLU direc- 
tors began their day of delibera- 
tions. 

The advance registration desk 
opened up Saturday morning for 
early arrivals. 

Sunday had the General Agents 


& Managers Conference executive 
committee breakfast as its first 
event. There was a meeting of the 
American Society of CLU region- 
al new candidates committee and 
a meeting of the GAMC board of 
directors in the morning. 


WQMDRT Holds Forum 


Following the NALU-GAMC 
executive committee luncheon, the 
Women’s Quarter Million Dollar 
Round Table put on its “Sella- 
rama,” with Ruth H. Pilzer, New 
York Life, Columbus, O., as mod- 
erator. Speakers were Mrs. Annie 
H. Lyle, Southwestern Life, Du- 
mas, Tex., on prospecting, Mrs. 
Hazel B. Shafer, Equitable Soci- 
ety, Roanoke, Va., on package 
selling, Florence H. Axelson, State 
Mutual Life, Minneapolis, on pro- 
graming and Mrs. Mary E. L. 
Cassedy, New York Life, Kali- 
spell, Mont., on estate planning 
and business insurance. 

Later in the afternoon there was 
a reception and tea for early ar- 
rivals, as guests of the Detroit as- 
sociation. 

In the evening there was a re- 
ception and dinner given by Mas- 
sachusetts Mutual Life for Presi- 
dent A. Jack Nussbaum of NALU, 
who is an agent of Massachusetts 
Mutual at Milwaukee. 

As has become the custom, the 
convention launching took place 
at a continental breakfast Monday 
morning. At 9 a.m. there was a 
meeting of the American Society 
of CLU directors. 

Monday morning and afternoon 
the NALU committees held their 
meetings. 

Also on Monday afternoon was 
the GAMC management program. 
Speakers were Floyd A. Rosenfelt, 
general agent of Connecticut Mu- 
tual at Toledo, on supervision for 








Of security... 


THE 





By security... 
And for security... 


It takes a lot of salesmanship to make every sale of security, 
even though the demand is overwhelming! Here every 
contract is backed by Security .. . 
really begin to sell for security. 


(The address is Lincoln—not Gettysburg. ) 


—Ask E. A. Frerichs about a... 
“PLAN WITH SECURITY” 


SECURITY MUTUAL LIFE 
INSURANCE COMPANY 


LINCOLN, NEBRASKA 


and that’s when you 











Convers 
ing prior to the 
NALU board of 
trustees  lunch- 
eon on Saturday 
were Pugh 
Moore, left, NA- 
LU director of 
public relations, 
and William E. 
North, New 
York Life, Evan- 
ston, trustee of 
NALU. 








success and Louis Pohl, manager 
Life of Virginia, Pontiac, Mich., 
on scientific management. 

Following these talks there was 
a panel moderated by C. Carney 
Smith, general agent of Mutual 
Benefit Life at Washington. Pan- 
elists were Judd C. Benson, man- 
ager Union Central, Cincinnati, 
discussing business insurance and 
profits; Gordon E. Crosby Jr., 
general agent of New England 
Life, Seattle, on “The Common 
Denominators ;” G. C. Fraser, gen- 
eral agent for Aetna Life at Sagi- 
naw, Mich., on “Train Them to 
Sell,” and John Meehan, manager 
Mutual of New York at Boston on 
how A&S builds a life agency. 


Include LUTC Reception 


Events of Monday evening in- 
cluded the LUTC 10th anniversary 
reception, the LUTC dinner for 
executive secretaries, the Women’s 
Quarter Million Dollar Round Ta- 
ble annual business meeting, the 
GAMC business meeting, a show- 
ing of the new NALU social se- 
curity slide-narrative and a meet- 
ing of the NALU board of trus- 
tees. 

Tuesday opened with the tradi- 
tional breakfast of past presidents 
of NALU, besides which there was 
a breakfast meeting of the Califor- 
nia assciation and a_ continental 
breakfast for women agents. 


The national council meeting 
got under way for a full day’s ses- 
sion, 

Speaker at the GAMC luncheon 
was Alistair M. Campbell, execu- 
tive vice-president of Sun Life of 
Canada, speaking on automation 
and life insurance. 

In the afternoon there was a 
meeting of the American College 
trustees. New England Life was 
host at a reception for L. Morti- 
mer Buckley, its general agent at 
Dallas, who is finishing his term 
as chairman of GAMC. Later the 
Women’s Quarter Million Dollar 
Round Table held its reception 
and dinner, with Alberta M. 
Light, National Life of Vermont. 
Detroit, as chairman and Mrs. 
Margaret M. Vogelsang, Connecti- 
cut Mutual, Manitowoc, Wis., as 
program chairman. 

Speakers were Valerie Kasurak, 


Excelsior Life, Windsor, Ont., Ar- 
leene Owen, and Deane C. Davis, 
president, National Life of Ver- 
mont. 


Hold Agent’s Forum 


The same evening there was a 
dinner of the American College 
trustees, followed by the agent's 
forum of NALU on the theme, “As 
It Looks to Me—an Interpretation 
of Present Trends.” 


Panelists were Ralph Engels- 
man, co-editor of Probe, former 


general agent of Penn Mutual at 
New York, and now a life insur- 
ance management consultant; 
Dudley Dowell, executive vice- 
president, New York Life, Holgar 
J. Johnson, president of Institute 
of Life Insurance, and William J. 
Hamrick, agency vice-president of 
Gulf Life. Moderator was Robert 
W. Osler, vice-president of Rough 
Notes Co. and editor of the In- 
surance Salesman. 


The forum was sponsored by the 
agent’s committee of NALU, of 
which John V. Coe, Massachusetts 
Mutual Life, Wichita, is chairman. 
Question coordinator was Joseph 
B. Davis, Home Life of New York, 
Detroit. 

Later in the evening there was 
another meeting of the NALU 
trustees. 

Repeating its success of former 
years, American Society of CLU 
had its “coffee corral” in the 
Wayne room of the Statler hotel, 
as the opening event of Wednes- 
day. Other breakfasts included the 
Alabama association, and the wo- 
men agents’ “dutch treat” break- 
fast. 

The first general convention 
session got under way Wednesday 
morning. Following the usual pre- 
liminaries, President <A. Jack 
Nussbaum gave the presidential 
message which is quoted else- 
where in this issue. Speakers were 
C. Hamilton Moses, former chair- 
man of Arkansas Power & Light 
Co. and, on the American College 
hour, Chairman C. Canby Balders- 
ton of the board of governors of 
the federal reserve system. Mr. 
Balderston was introduced by Ju- 
lian S. Myrick, retired vice-presi- 
dent of Mutual of New York and 
chairman of American College. 
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gency Success Depends On Definite Formula 
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aad running totals of submitted 
business. This sheet assists the 
agent in keeping himself organ- 
ed in his daily work program. 

“Monday’s Message” is a weekly 
bulletin, published for the agency 
staff. It lists each man’s submitted 
and paid-for business for the week 
and for the month. 

A monthly bulletin provides 
complete production totals for the 
month and year for every man. 
Pictures of the two leading agents 
are utilized—the leader in produc- 
tion for the month and the second- 


place man. 
Four-hour meetings on the sec- 


'ond Monday for each bi-monthly 


gathering are set aside solely for 
advanced underwriting study. 
These meetings are conducted by 
the leading producers of the agen- 
cy. Preparations are made in ad- 
vance by notifying each leader at 
least 30 days in advance of his 
assignment. 


Hold Monthly Clinics 


Monthly clinics are held. These 
meetings are purely clinical and 
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GREET 


the subject matter is prepared to 
fit first, second and _ third-year 
men. Rehearsals on sales talks, ap- 
proaches and prospecting are a 
few of the subjects used in these 
clinics. 

We believe there is a minimum 
of six important items that a life 
insurance salesman must do well: 
Be highly skilled in prospecting ; 
develop a good telephone tech- 
nique; develop the art of creating 
interest; master a good sales talk, 
preferably in simple programing ; 
be skillful in closing, and develop 
the art of getting settlement with 
application. 


Summed Up In Two Words 


Any success that the Toledo 
agency may have had in the past 
10 years possibly can be summed 
up in two words—organized ac- 
tivity. Many general agents and 
managers have said, when this for- 
mula was offered: “It may work 
for you, but we couldn’t use it at 
our agency.” Most of us will agree 
that honest effort is not lost, but 





FROM THE 
. NEW YORK 
GENERAL AGENTS 
& MANAGERS 


it must be distributed so it is thor- 
oughly blended with intelligent 
application. My mother taught me 
a valuable lesson early in life— 
that it requires the right tempera- 
ture to bake a cake; but the proper 
oven temperature alone is not suf- 
ficient. It takes measuring and 
blending of many ingredients to 
produce a delectable cake. Leave 
out one small ingredient, such as 
baking powder, and the final re- 
sult would not be pleasing. The 
same is true in building an agency 
—it takes many ingredients to 
produce a successful organization. 
Boot training and morning meet- 
ings alone do not present the an- 
swer. Agencies, as well as_ indi- 
viduals, are built from thousands 
of habits, and it takes constant 
feeding of these habits to produce 
a well-balanced and healthy or- 
ganization. 


This is not an easy formula to 
follow, but it does produce attrac- 
tive dividends. In addition to win- 
ning the president’s organizational 
trophy five times in the past, in 
1956 the first, second and third- 
year agents in the Toledo agency 
produced $3,958,740: First-year 
agents, $851,800; second-year 
agents, $2,274,190, and third-year 


agents, $832,750. The following 
figures summarize the formula’s 
success in 1956: Agency average 
size policy, $12,840; average an- 
nual premium per policy, $400.86; 
average annual premium, $31.22; 
first-year lapse rate, 2.4% ; second- 
year lapse rate, 1.8% ; after second- 
year lapse rate, 2.8%, and total pre- 
ventable termination rate, 2.6%. 





NALU Has Varied Activites 


Activities of National Assn. of 
Life Underwriters include pro- 
grams designed to forward the ed- 
ucation, ethics and professional ef- 
ficiency of its members. It played 
a large part in establishing Amer- 
ican College and the LUTC 
course. It commissioned the writ- 
ing of the first comprehensive life 
insurance textbook by Dr. S. S. 
Huebner, president emeritus of the 
college, in 1915. It has helped put 
life insurance courses into the cur- 
ricula of more than 100 colleges and 
universities. Its local associations 
have given thousands of dollars 
worth of books to public libraries 
to help educate the public toward 
NALU’s goal of “Life Insurance 
—A Declaration of Financial In- 


dependence.” 


mol “TO THE NALG- 
a ert 


AT DETROIT 





DONALD M. MUNN 


HOME LIFE INSURANCE COMPANY 


15 Park Row 


Manager 


New York 38, N. Y. 


Telephone 
BArclay 7-6860 














MATT JAFFE ASSOCIATES, LTD. 
General Agents 
MOUNT VERNON LIFE INSURANCE 
COMPANY OF NEW YORK 
(formerly Union Casualty & Life Ins. Co.) 
Brokerage Managers 
Paul Fishman Benjamin Amdurer 


Harry A. Erter Dan Jaffe 
431—-5th Ave. New York 16, N. Y. MU 4.5779 





PHILIP F. HODES 


General Agent 


ED HODES, ASSOC. GEN. AGT. 
NATIONAL LIFE INSURANCE CO. 


OF VERMONT 
55 Liberty Street New York 5, N. Y. 
Telephone 
BArclay 7-3972 








GILBERT V. AUSTIN, C.L.U. 
General Agent 
AETNA LIFE INSURANCE COMPANY 


BROOKLYN 1, N. Y. 
TRiangle 5-7560 


16 Court Street 


IRVING S. BOBER, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
BROOKLYN 1, N. Y. 
TRiangle 5-9651 


185 Montague St. 














THE BRAGG AGENCY 


JAMES ELTON BRAGG, C.L.U., General Agent 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


50 UNION SQUARE NEW YORK 3, N. Y. 
GRamercy 3-3000 


Ediuial mY |? hice 


General Agent 
MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


NEW YORK 38, N. Y. 
Digby 4-4780 


100 William Street 




















JOHN J. KELLAM, General Agent 

NATIONAL LIFE INSURANCE COMPANY 

530 Fifth Ave. New York 36, N. Y. 
Direct Wire N.Y.C. to New Canaan, Conn. 


Call CYpress 2-6676 
New Canaan telephone — WOodard 6-2636 











CONGRATULATIONS 
ARTHUR L. SULLIVAN 


President 
of the Life Underwriters Association of New York 


HAROLD N. SLOANE, C.L.U. 
Life Associates—General Agents 


CONTINENTAL ASSURANCE 
111 John St., N. Y. 38, N. Y. BEekman 3-4545 








GLENN G. GEIGER, C.L.U. 


Agency Manager 
THE NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


216 Madison Avenue New York 17, N. Y. 
Murray Hill 2-8533 
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Hits Over-Use Of Group And Term Coverage 


(CONTINUED FROM PAGE 41) 





bank-loan plan, but rather we 
should be and must oppose the 
abuses of the plan. If that is our 
stand, then we are in a better po- 
sition to pinpoint unfair practices 
which might affect the public we 
serve. 


Family Plan Added 


During this past year some- 
thing new has been added—the 
“family plan.” Many of our good 
associates immediately got up in 
arms and asked that the NALU 
take a stand in opposition to the 
plan. This, of course, was the re- 
sult of a lack of understanding of 
what the plan was all about. 

Today, many companies are 
writing the plan and countless 
others are considering adopting it. 

As an association, we are and I 
hope we always will be for any 
sound life insurance plan that will 
give more and better protection 





Hits Group, Volume, 
Bank Loan Abuses 


(CONTINUED FROM PAGE 36) 
program. It is the consensus that 
it was a fine good-neighbor proj- 
ect, and while no formal organi- 
zation has yet been perfected, a 
second inter-American meeting 
will be held in Miami next year. 

The multitudinous activities of 
our legal department will be mani- 
fest in the reports of the various 
committees as the council pro- 
ceeds. 

I have tried to give you a 
glimpse of the working parts of a 
machine which I believe is becom- 
ing increasingly competent to 
serve the needs of your organiza- 
tion. 

At the end of four very busy 
years, I am convinced of the es- 
sential character of NALU. 
Through it your voice is heard 
throughout the land. We _ have 
learned by experience that in num- 
bers there is strength. Our num- 
bers- are increasing and _ our 
strength is being multiplied. 

But strength and numbers in 
themselves are of no intrinsic val- 
ue. It is only when strength and 
numbers are related to the solution 
of our problems that we justify our 
existence. In addition to attacking 
the problems of our membership, it 
is our earnest desire and purpose 
to cooperate as fully as possible 
with the other agencies which are 
dedicated to the best interests of 
the industry as a whole. As a mat- 
ter of fact, we do not feel that 
there is any industry problem in 
which we do not have a real con- 
cern, 

I believe it will be the platform 
of the new administration to co- 
operate in every possible way with 
every agency which honestly de- 
sires to build a better, a more re- 
spected institution. In that effort 
and purpose we expect to take our 
place as a full partner in a great 
enterprise whose watchword shall 
ever be “Forward together in the 


for the public we serve. 

We are opposed, of course, to 
marketing methods which are not 
consistent with the high-minded- 
ness of the life insurance business. 
We are confident that the compa- 
nies represented by our members 
share that feeling. Nevertheless, 
numerous charges of improper 
selling have been made in connec- 
tion with this plan and a number 
of these charges have been put in 
the form of complaints to state in- 
surance departments and_ individ- 
ual companies. 

We have been pleased by the 
constructive part played by our 
state and local associations in con- 
nection with this matter. 

The fact that proper marketing 
has been continuously and strongly 
emphasized, both by the compa- 
nies offering the family plan and 
by our state and local associations, 
appears to have had good results. 
In only a small number of cases 
out of hundreds investigated by 
insurance departments and com- 
panies have investigators found a 
just basis for their complaint. 

It must be admitted that the 
coverages afforded bv the family 
plan are such as to give it a strong 
appeal to a large segment of the 
insuring public. The fact that 
more and more companies have 
announced such plans undoubted- 
ly has contributed to the general 
improvement in the feeling of our 
members towards this policy. It 
appears to us that we are now in 
the leveling-off period which usu- 
ally follows the introduction of so 
unique a plan of insurance. For 
the benefit of our members, the 
insuring public, and our comna- 
nies, we hope that improvement 
will continue and we believe that 
we have a right to expect of onr 
members and of all companies 
continued efforts in that direction. 


Adhere To 20/40 Principle 


For many years the NALU has 
adhered to the principle of the 
20/40 limits of group life insur- 
ance. We believe this to be in the 
best interests of all concerned. 
Our group committee has for 
many years done their utmost, in a 
very able manner, to get the com- 
panies to stay within the bounds 
that they, the companies, agreed 
to adopt. 

It seems that some of our good 
companies are not interested in 
any form of group limits. Some 
companies believe that in the not 
too distant future a $5,000-a-year 
man will be covered by as much 
as $40,000 of group insurance. 

We disagree. I insist that we 
must do something immediately 
to correct the trend of more and 
bigger jumbo group limits. 

Many of our fine companies 
agree with the 20/40 limits adopt- 
ed by the National Assn. of Insur- 
ance Commissioners as well as the 
NALU. The fact that they are do- 
ing this because they believe it is 
unsound and bad business sub- 
stantiates the NALU position. 


I believe it is only fair for us to 
protect these companies that are 
willing to abide by the 20/40 lim- 
its. The only way we can do this is 
through legislation. For that rea- 
son, I recommend to the group 
committee that it seek to get each 
state to adopt the 20/40 limits. If 
something is not done soon, I in- 
sist that we are courting federal 
legislation. 

If this should come about, the 
blame will be squarely on the 
shoulders of those men and those 
companies who insist that jumbo 
group is here to stay and that it is 
too late to do anything about it. 


Seek Legislation 


The group committee should 
also seek legislation to eliminate 
discrimination between group 
buyers who are able to buy for less 
because they are sold direct. If the 
schedule of rates is the same for 
everyone, then there will be no 
advantage in by-passing the agent. 

In order to be consistent, it is 
going to be necessary to see that 
self-insured plans are governed by 
the same regulations as_ those 


plans that are insured by a life in. 
surance company. Group insur. 
ance is sound if sold in reasonable 
amounts. There is nothing wron 
with mass selling—but there js 
something vitally wrong with 
overselling the masses. 

Lest you feel that | am unduly 
concerned about our business to. 
day, may I say to you that I be. 
lieve with all of the sincerity that 
I possess that we are in the most 
wonderful business :n the w rid. 

The agent has learned through 
experience, by dealing with peo- 
ple, that when he forgets personal 
gain, when he doesn’t think of 
volume as such, when he only 
thinks professionally as to how 
much good he can accomplish for 
his client—then he earns more 
money, gets more satisfaction, and 
creates greater prestige. Ours is a 
business with a “heart.” The “go. 
givers” attain much _ greater 
heights than the “go-getters.” If 
we can get that kind of thinking 
to permeate all along the line 
then we can hold our heads high 
ond thank God that our calling is 
Ife insurance. 





Committee Merger Plan Is Opposed 


(CONTINUED FROM PAGE 16) 





these committees (committees on 
relations with accountants, attor- 
neys, and trust officers) to the sta- 
tus of ‘sub’ committees well might 
be interpreted by other groups as 
a slight, and certainly would carry 
the implication that we did not re- 
gard very seriously the fact that 
theirs were full standing commit- 
tees appointed by and reporting 
directly to the president of each of 
their groups: 

2. “. . . Councils are now being 

and performing more or less satis- 
factorily across the country. 
I fail to discern the wisdom or the 
necessity for now _ organizing 
a committee in NALU for moving 
into a field, where, to quote your 
letter, there has been ‘maintained 
substantial liaison with the pro- 
fession over a long period.’ 

3. “Suggestions for divorcing 
the estate planning movement 
from our committee and the ABA 
committee have come up through 
the years, and better wisdom has 
rejected them. 

4.“... For handling certain 
kinds of activities—and this is one 
of them—with some degree of suc- 
cess reasonable continuity, 
great interest, and an intense desire 
to create warm and firm friend- 
ships based upon mutual concepts, 
are at least part of the specifica- 
tions for successful results. . . .” 


The following is a summary of 
additional points made by Mr. 
Conway in arguing against the 
formation of a new committee on 
estate planning: 

1. He denied that he conceives 
any area to be the “exclusive 
franchise and prerogative (of) trust 
men and life underwriters.” “But 
when good results from sound 
methods of operation are so appar- 


ent and substantial, and concurred 
in by you (i.e, Mr. Walker—Ed,) 
where is there either necessity for 
or logic in making this contem- 
plated change?” he asked. 

2. Mr. Conway challenged Mr. 
Walker’s statement that the com- 
mittee on relations with trust of. 
ficers (along with other commit 
tees) “has not rounded out the 
team concept in estate planning.” 


Makes Rebuttal 


In rebuttal Mr. Conway point- 
ed to “voluminous correspondence, 
appearances made before both at- 
torney groups and accountants by 
NALU members and trust people 
from the ABA, the many appear- 
ances of attorneys and account- 
ants on programs of councils in 
every area as indicative of the lack 
of information that could allow 
this statement to find its way into 
your (Walker’s) letter... .” 

3. Mr. Conway intimated that 
greater realization of the team 
concept in estate planning could 
be expedited by “active develop- 
ment of the committee on rela- 
tions with accountants” and “the 
establishment of good and _ firm 
lines of communication with the 
American Bar Assn. by NALU’s 
committee on relations with attor- 
neys.” 

4. In conclusion, Mr. Conway 
emphasized that cordial and ut 
derstanding relations between life 
underwriters and trust officers lies 
“in having a well-chosen commtt- 
tee from NALU cooperating 1 
every area of mutual interest. 
Then, if needed, the chairman of 
these committees may develop 4 
suitable subcommittee designed 
for the special function and fe- 
sponsibility of organizing estate 
planning councils... .” 
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“My husband is enthusiasm personified 
since his agency began selling Combined 
accident and health insurance. What an 





“| never realized that a Combined 
Package Plan could do so much for a 
general agent. With the specialized 
training and merchandising help Com- 
bined has given me, I'm on my way to 
success beyond my fondest dreams.” 








“| want to acknowledge the nice checks 
you sent me after my accident. | am 
very grateful to you and appreciate 
your prompt service. | shall always 


amazing difference his new interest has 
made in our home life.” 


praise your policy and Company.” 


Typical of the happy people associated with the 
Combined Group of Companies 


A look at the brief history of the Combined Group of 
Companies shows that our program of motivating people to 
success has already brought happiness into thousands of lives. 
Many general agents and sub-agents looking for a bright 
future in the accident and health field liked what they saw 
in the Combined program. They are now specializing in the 
sale of Combined’s profitable and attractive Package Plans. 
Today, the Parent Company, Combined Insurance Company 
of America, is the second largest exclusive accident and health 


insurer in the world. The Combined family is represented in 
all 48 states, Hawaii and in 2 Canadian provinces, Ontario 
and Quebec. Our rating with Best’s Insurance Reports is A+ 


(Excellent). 


If you would like to become associated with the successful 
people in the Combined Group of Companies, or learn more 
about our organization, write to Combined InsuranceCompany 
of America, 5316 Sheridan Road, Chicago 40, Illinois, Dept. A. 


COMBINED GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 





Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, Boston; 
First National Casualty Company, Wisconsin 








“The life of a sub-agent can be a very 
happy one, as we discovered with 
Combined. We have a better income, a 
beautiful home and an unlimited future.” 





“I'm sitting comfortably with the wonder- 
ful vested renewal check | get each 
month from Combined. I'm glad | was 
on Combined’s sales team.” 


“I'm so proud of my Dad. Since he has 
been with Combined he has become one 
of the leading insurance agents in the 
state. Boy, can my Dad sell!” 
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“... to continue our constant and unremitting effort 
to discover ways and means to increase the purchas- 
ing power of the /ife insurance dollar...” 



























Philip Burnet 


President 1907—1932 President 1932—1949 President 1949— 


These words of the late Philip Burnet, 
founder and first president of Continental 
American Life Insurance Company, ex- 
press the basic philosophy that has guided 
the company for half a century. Adopted 
when Continental American was incorpo- 
rated on June 6, 1907, it is a philosophy 
from which the company management 
has never departed. 


Under the leadership of its three presi- 
dents, Mr. Burnet, Adolph A. Rydgren and 
Dr. Claude L. Benner, the company’s ef- 
forts to stretch the protection power of the 
premium dollar have resulted in bringing 
more adequate life insurance within the 
reach of millions. 


Today, the most dramatic proof of the 
soundness of Continental American's 
basic philosophy is in the growth of in- 
surance in force. In the past ‘three years 
the company added another Aundred million 
dollars to bring its total insurance in force 
to more than $400,000,000—a tangible 
tribute to the vision and soundness of 
Continental American's leaders. 


@ @e 
Csntiventel Aooriun LIFE INSURANCE COMPANY 


Adolph A. Rydgren Dr. Claude L. Benner 





WILMINGTON, DELAWARE 


Originators of the Family Income Policy 






